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How to Make a Fair Net Profit 


It Cannot Be Done on 1918 Prices with a 1926 
Overhead; Your Trade Must Be Graded Up 


merchants still complain that 

they cannot make a profit with 
the great increase in overhead that 
has been experienced during the 
last ten years. “My rent has in- 
creased 30 per cent, my advertising 
space costs 15 per cent more, my 
help is being paid more than ever, 
etc., etc.—how can I make any money 
today?” is a not uncommon query on 
the part of the merchant. 

The answer, of course, is quite 
simple. He made a profit in 1918 be- 
cause he marked up his goods to a 
point where he covered his expenses 
of doing business and made a little 
profit. He must work on the same 
basis in 1926. In most cases the 


G merchant as it may seem, some 


merchant cannot cut his overhead 
expense but certainly he can raise 
his prices to a profitable point. 


This latter move seems like suicide 
to many dealers who can’t banish the 
thought that people won’t pay any 
more for shoes today than they did 
several years ago. It is true that 
many people do kick at paying high- 
er prices but the fault is not all 
theirs—they have not been educated 
to these higher prices. 

The reason a man wants an auto- 
mobile today is because he’s been 
educated to it. The reason the Ford 
owner looks forward to the time 
when he can own a Buick, the Buick 
owner a Packard, and so on, is be- 
cause he has been made to see values 
in automobiles. Why is electric re- 
frigeration taking the place of the 
old ice box; why is the vacuum clean- 
er common in so many homes? Sim- 
ply because people have been made to 
want these things. 





And if people will take pride in 
and want these luxuries and semi- 
luxuries, why can’t they be made to 
see the importance of some of the 
old staples and rate them as worthy 
of greater consideration? Show peo- 
ple the advantages of having good 
shoes; get them to take pride in their 
shoes and they will respond. If the 
consumer is paying more for prac- 
tically every other type of merchan- 
dise today, why can’t he be induced 
to pay more for shoes? The answer 


*is in your hands, Mr. Merchant. 


The “Commerce Monthly,” pub- 
lished by the National Bank of Com- 
merce of New York City, says, 
“Style, the automobile, and the grow- 
ing economic independence of women 
are three forces that are profoundly 
influencing the development of the 
shoe industry. A pronounced shift 


[CONTINUED ON PAGE 64] 
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Paris Springs Gray- Taupe as 
New Color Note 


Survey made exclusively for the BooT AND SHOE RECORDER 











shoes both in color 
and line. Of course 





HE smart race 
season opens in 
June. Particu- 


larly in the Bois de 
Boulogne do you see 
an array of colors, 
every woman seem- 
ing to want to vie 
with the next to cre- 
ate a more daring ef- 
fect by having com- 
bined different 
shades. 

However, navy blue 
was the most popular 
conservative color, 
interspersed with the 
everpresent French 
beige, but the shoes 
to complete the 
smartest costumes 
matched rather than 
harmonized, though 
many of them con- 
tained their contrast 
of light and dark, 
rather than being all 
of a self-color. Color 
combinations showed 
greater work than 
the patterns, though 
the patterns were by 
no means what one 
could call plain. There 
was very little of the 
opera pump type of 
shoe, as the field was = 
completely taken up 
by many and varied straps, woven being a color that I had never seen 
effects and smart oxfords so much anywhere, any place. It was a sort 
cut up and ornamented that they of a cottony green having no light 
could only have been related to their or beauty of itself but a perfect 
ancient grandmother the walking back-ground for the brighter ab- 
oxford by the fact that they are sinthe green which trimmed the 
laced_up the instep in front. shoe to match the bag. 

- Then in the smart shops one could 

RANKLY, knowing some of the find the reflection of what would be 
vicissitudes of the shoe mer- worn to the races. -.It is there that 
chant to find the many shades of shoes are- being more and more 
leather demanded nowadays, I mar- photographed as the smart thing in 
veled at the patience which must a costume, and many women who 
have been shown to obtain one lovely formerly tried a daring hat or gay 
effect in three colors of violet in plain coat now try to create the effect with 
kids and another in two greens, one their simpler things, by fantastic 
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Sketched in Paris for the Boor went out to the 
AND SHOE RECORDER races, where fortune 


the races in Paris 
must needs be a little 
exotic, something like 
choosing patterns 
from the things that 
are worn at Palm 
Beach for instance. 
These are consider- 
ably sifted down be- 
fore they are accept- 
ed by the majority of 
smart women. 

I recently heard 
the opinion expressed 
by a well-known fash- 
ion critic in New 
York that there are 
only fifty well-dressed 
women in the world, 
and every time I go 
to the races here, I 
think that all the 
fifty and possibly a 
few duplicates have 
come out in Paris 
that same afternoon. 
Of course; during 
that time, the rest of 
the world must suffer 
for smart women. 















UT from here | 


favored me and I met 
Miss H . in my 
opinion, one of the style authorities 
in France, she having just returned 
from Biarritz, the most reliable 
fashion center outside of Paris. The 
talk drifted into shoes and styles 
and her consensus of opinion was 
that it was the age of the neutral 
and near-neutral color in shoes. 
For there, without doubt, the 
shoes even followed the costumes to 
the same shade. In Biarritz one 
wore the beiges, grays and sau- 
ternes, and even taupe, many greens 
and just a taste of chocolate brown, 
which should carry through for fall. 
There was one pair of black shoes 
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seen On a smart woman during all 
her stay. 

But here our interest was divert- 
ed by the crowds coming back for 
the next race. We both watched 
breathless, for several women, very 
well turned-out strolled by us in 
neutral colored costumes of beiges 
and kashas, and lo and behold! they 
had treated their shoes as accessor- 
1es. 

One shoe of taupe gray joined 
in a color scheme by its gay red 
leather straps and heels, to 
carry out a red bag and hat 
band. We were witnessing the 
shoe coming into its own in a 
well-planned costume, thought- 
fully carried out. 

From here, we went down to the 
Ritz for tea, and, speaking in shoe 
terms, the place was overrun with 
lizard and snakeskin shoes, many in 
shades that no self-respecting lizard 
would be seen anything else than 
dead in. Imagine mauve lizards! 
But skin to match a gray suéde, one 
strap, they were lovely. In this par- 
ticular pair I noticed Costa’s fine 
Italian hand, and laughed because, 
having seen him only a day before, 
he said lizard and snakeskin would 
be very good all next winter as well. 

A cheery hello! brought a promi- 
nent American shoe merchant over 
to our table, closely followed by a 
well-known manufacturer, and, after 
the preliminary greetings, they were 
drawn into our conversation about 
Parisian influence on fall styles. The 
most interesting fact was that, on 
every side, there was a conscious- 
ness in the shoe patterns of the 
value of the surface of the leather. 
In other words, the sophistication of 
a dull suéde shoe with a shiny croco- 
dile edge, just touched with brilliant 
colored kid, so intelligently had the 
leather been used. In some cases, 
that one felt the same principles had 
been used that create the lovely 
French dresses. As the French de- 
signer of dresses scarcely ever 
draws a sketch; by simply taking 
the material and handling and cut- 
ting it, he derives the spirit of the 
stuffs, which he embodies in a de- 
sign, so had some pattern makers 
handled the different leathers. 


UT our conversation still lin- 

gered on talk for fall. We 
had all seen lovely exotic evening 
slippers, and in regard to what they 
were made of, or how much they 
cost, the sky only will be the limit, 
and in my personal private opinion, 
even that might be tame. With a 
whole new field of painted slippers 
that won’t crack and leather laces 
and all but real jewels on mere shoe 


buckles, is only just touched, and the 
next twelve months should find the 
Art Exhibitions poverty striken be- 
cause, for shoes, the artists will give 
up all for art’s sake. 

Here the retail merchant broke in 
about the number of colored evening 
slippers to match the gowns. Metal 
brocades, though still much in de- 
mand in America, are being re- 
placed here by silk brocades, that is 
the same lovely patterns but, instead 
of having the metal thread woven 
in (which makes the slippers devil- 
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the psychology of the Frenchman, 
with his century old methods of do- 
ing business is to have his own lit- 
tle place. 

Now he must have some specialty 
in his house, so he creates one new 
thing each season, though he may 
have a source of wholesale supply 
for the balance of his merchandise. 
Consequently every new little shop 
one comes to holds some new. in- 
spiration, if only one, and to the 
fertile mind of a designer wander- 
ing for a day in and out of every 


Great ceremony is always used in 
serving the customer in Paris. First 
you meet the vendeuse, usually a girl 
who introduces the boutiére (a shoe- 
maker), who takes Madame’s meas- 
ure, and directly asks her if she suf- 
fers from corns, in which case he 
draws circles on the last, which he 
carries in his pocket. Then sometimes 
the customer wants the shoes in a 
hurry. The shoemaker simply shrugs 
his shoulders and says, “In about 
three weeks.” 


The customer replies, 


“One week,” and all three shrug their 
united shoulders and decide upon two 
weeks, with a try-on before. 


ishly uncomfortable) the patterns 
obtain their “shine” by gold and sil- 
ver kids or sequins or even beads. 
But the last word in color is “chair,” 
pronounced “sher” meaning flesh 
color, a shade which is almost what 
Americans would term peach. This 
is harmonized by Julienne and oth- 
ers with a deeper shade of the same 
color by an overlay, and the most 
interesting thing in the sandalari 
shoes are powdered glass roses, 
blown on to a gold kid shoe with a 
silver edge, which catch the glint of 
electric lights. 

But what is all this about atmos- 
phere? That it is the center of the 
fashion world is undeniable, and, in 
Paris with its quaint customs and 
temperamental people, will always 
come the creative style influences. 
Paris is the city of small shops, and 


kind of little shop, trained to obser- 
vation, mentally card indexes the 
ideas, and next season the line of 
an extreme hat may appear in shoes 
or vice versa. 


HE other half of French shoe 
retailers consists of hundreds of 
shops filled with gay shoes in the 
windows, for the astonishing price of 
$5 a pair or less, in perfecty beauti- 
ful patterns and colors, but it is still 
more astonishing to put these shoes 
on, and have the sole drop off when 
you are dancing in them the second 
time. Or to be perfectly crippled 
for days because your arch has 
dropped from wearing a sole of the 
consistency of a board (and here 
we would put in a word, in French 
retail shops, only two widths are 
[CONTINUED ON PAGE 68] 
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Recorder Color Guide for Fall 


A Practical Chart for Every Shoeman to Consult 
in Harmonizing Dress Colors and Shoes 


ATERIAL and colors are go- 
M ing to play a very important 

part in the selection of foot- 
wear for fall. There never was a 
time when real knowledge of color 
combination was more needed. 

The first requisite in all shoe 
stores is a real knowledge of color 
harmony. The woman customer may 
have a very definite idea in her mind 
of colors in footwear to harmonize 
with costumes, but she wants the re- 
affirmation of the salesman on the 
wisdom of her selections. If the 
salesman guides her in the proper 
blending of colors, then he has 
pleased that customer in a new de- 
partment of service, and has added 
to the correctness of fit and the at- 
tractiveness of the pattern. 

One of the reasons why blacks 
have had their season of popularity 
is due to the fact that women when 
in doubt choose black, and also, 
women who travel extensively find 
black the safest color to carry in the 
small over-night bag or suit case. 
When wardrobes were “toted” from 
place to place, then a full range of 
colors was possible in dress and foot- 
wear. But black this fall season is 
punctuated by colors in bindings, 
overlays and reptile inserts. The 
blending of colors is very important. 

The BooT AND SHOE RECORDER has 
prepared year after year its Color 
Wheel for the benefit of retail shoe 
store salesmen and merchants who 
are actually in touch with the cus- 
tomer when the buying is going on. 
The greatest value of this color chart 
is in evening footwear, because the 
evening dress is colorful and har- 
mony is an absolute requisite. For 
that reason, we have made the chart 
with day and night divisions. 

For example, take a taupe gray 
dress for daytime wear as you will 
see in the inner circle. Then study 
the outer circle and you will see in 
daytime wear the shoes should be 
in black or self-tones. For evening 
wear, pale shades of taupe, shell 
pink,, lilac, old gold or silver. A 
salesman on the floor with this chart 
is competent to select the right shoe 
for the right occasion. Use it as a 

guide to better shoe selling. 

One of the leading authorities in 
the color world is Eugene Peirce. 





He is adviser to the silk dyers and 
the wool and fabric makers. He 
serves the BOOT AND SHOE RECORDEK 
exclusively in the direction of color 
guidance. His recommendations have 
been almost invariably correct. Here 
is the most advance information he 
can give on the tendencies for fall: 


Solid Colors to Be Popular 
in Dress Goods 
By EUGENE PEIRCE 


N dress goods solid colors are to be 
increasingly in evidence during 
the coming fall and winter seasons. 
This statement is predicated on the 
fact that a gain in solid colors was 
signalled in both France and Amer- 
ica as far back as the spring season 
of last year, since which time the 
gain has been increasing. 

Though many of the established 
colors are to be retained, the new 
movement for both day and evening 
wear is steadily in the direction of 
medium shades of blended colors and 
the reinstatement of old favorites of 
which taupe or mouse grays are one 
outstanding example. 

Though overlooked by the large 
number of art directors who flocked 
to Paris last spring, taupe came up 
at the spring, 1925, races, and is now 
being confidently offered for the on- 
coming seasons by French color au- 


.thorities, and by the writer. 


Coincident with the revival of 
taupe has come a vogue for silver 
fox furs which are 90 per cent black 
and 10 per cent silver. To this may 
be added the fact that black is ex- 
ceptionally strong during a period 
when colors are highly regarded. 

The Lyons syndicate of dyers, 
which leads the world in advanced 
colors, is featuring reddish purples, 
deepening into dark wine, plums and 
pansy purple, especially in the dark 
tones. The light shades of this 
group are, however, respectively, 
light dahlia, soft lilac, and light vio- 
lets with a reddish cast. 

In view of the unsuccessful at- 
tempts to popularize purples in a 
large way last spring we favor the 
reinstatement of raisin, or petunia 
shades, which occupy a conservative 





middle ground between purples and 
reds and have that additional advan- 
tage of having enjoyed popularity in 
this country a decade or so ago when 
they were generally adopted. 

Nevertheless, reds in variety over- 
shadow all other colors, for both 
street and for evening wear. Start- 
ing with scarlets of which the 
French offer six gradulate shades, 
we are to have the mixture of blue, 
gradually increasing in intensity un- 
til petunia or raisin purple is 
reached. 

While on the subject of reds, at- 
tention is directed to the emphasiz- 
ing of yellow reds of which the zin- 
nia flower is one example. Although 
mahogany shades are in favor for 
street, the former are more especially 
for evening wear. 


ONCLUDING the reds, attention 
is directed to corals which are 
strongly indicated for evening wear 
and for combination purposes, since 
the new color trim is in the direction 
of softened yet colorful shades. Com- 
binations of coral and black, for 
example, are highly regarded by the 
writer. 

In passing from reds to greens, ex- 
tremists in colors present eleven 
greens. Naturally such an array of 
greens includes yellow willow greens 
deepening into moss greens. From 
the galaxy of greens we select a 
happy medium presented in the 
familiar cactus or a soft green, since 
the deep shades are very becoming 
to most people while the lighter 
shades enjoy the same distinctions. 

Browns being a popular American 
color, the assortment is headed by 
soft browns, shading from straw and 
honey browns through dark browns 
having a slight cast of yellow. 
Gazelle browns in which yellow is 
absent, thus making a soft brown 
represented by nuts and fur bearing 
animals, is a safe staple. 

Luminous greenish blues which re- 
flect light as differentiated from gray 
blues which are duller and softer, fit 
into the new trend for blended col- 
ors. Navys, nationals and sky blues 
are staples. 

Shades of melon and lemon yellow 
are two favorites for evening wear. 
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Shoes for Occasions 


o/F range of dress and fabric 
cotors with appropriate Jootwear 


The large circle, 


appropriate foot- 
wear colors 


The small circle, 
dress colors 
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Use it on the selling floor when the customer wants accurate harmonies or contrasts in good 
dress taste. For example, a Lilac Day Dress takes black or light gray shoes, while an evening 
gown should have light gray, black, ivory, paisley or self-tones. 
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Fall’s Firm Foundation 


HE fall season in shoes for men, women and 

children will be established on a firm founda- 
tion. This is one year when we change “the old 
dope” which read “if profits are not made the first 
months of the year, the last few months will never 
make it.” The big leaders in the financial world 
figured that the first six months of 1926 would be 
wildly prosperous, but they were mistaken. Weath- 
er and a few other conditions spoiled the schedule. 
The idea of marking time in the last months of 
the year is just as foolish a plan. The time to 
make money is when there is money available. 

The RECORDER has editorial scouts out in every 
section of the country and they report to us that 
the farmers’ harvest in the fall of 1926 will be the 
best in many years, and at better prices. Size it 
up in your own community. 
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We are not making a “long shot” in predicting 
a better six-month period ending the year of 1926, 
and to achieve it good common sense in shoes must 


prevail. There are some very striking points de- 
veloping. The idea of more filled-in types of shoes 
for women gives a logical balance to the day—a 
place for oxford types in the morning, lighter strap 
and gore types for the afternoon and extremely 
fashionable shoes for evening wear. Never were 
the classifications so well defined as for the fall, 
1926. 

In men’s shoes more medium weights will be 
sold and the possibility of selling more pairs per 
person is coming just as sure as better dress for 
men is slowly, but surely gaining. There are very 
substantial reasons for a good fall business. 

Juggle the seasons and styles as you will, the 
fickle woman will puzzle you still, but that’s. what 
makes up the best end of the shoe business. All 
eyes are in the direction of feminine ankles. 
Heaven help the shoe trade when women’s ankles 
are no longer interesting. The lighter hose and color 
in footwear has made it possible to sell 40 per cent 
more women’s shoes than were sold ten years ago. 
The output of women’s shoes has come to exceed 
that of men’s by nearly 20,000,000 pairs. The 
women’s shoe business is flourishing and will be 
more flourishing with the expected changes for 
fall. 

Best of all has come an appreciation of better 
shoes. The immense volume of shoes will natural- 
ly be at, or below, the $6 price, but slowly and sure- 
ly as an appreciation of a good shoe increases, bet- 
ter prices will prevail. - 

The intrinsic value of shoes is greater than ever 
before. The American public is getting more for 
the money. The next step is to get a fashion val- 
uation on shoes and that is the principle problem of 
fall shoe selection. 

Now is the time for all shoe men to get the idea 
that the fall of 1926 can be made one of the great- 
est selling seasons through the unity of purpose in 
the trade to give the public something new and 
something useful in footwear, combining art and 
utility for the greater pleasure of the customer and 
the greater profit of the store. 


Can Store Hours Be Reduced? 


HEN business hours were from 7 to 7, and 

clerk’s wages were $5 a week, A. C. Mc- 
Gowin, then a boy beginning at the game, sensed 
that the scheme was wrong. That was fifty years 
ago and he has lived to see great improvement in 
that direction. He was one of the pioneers to 
establish the short selling days as an aid to better 
shoe service in the store. Some of his clerks came 
in at 8.45 and left at 5.45, but the honor men came 
in at 10 and left at 4. The short day men made 
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more sales, more money and more profit for the 
store. 

Now we see a renewed interest in shorter busi- 
ness hours for stores. Recently we made it the 
leading feature of an issue of the RECORDER. Felix 
Vorenberg, president of the American Retailers’ 
Association, now makes the suggestion of main 
business hours from 11 to 4, because the bulk of the 
business is done during that time. He says: 

“The bulk of the day’s business is done between 
11 and 4, and the noon hour is especially busy. 
Owing to so many employees being out to lunch, 
customers are frequently not given the attention 
they should have. The present tendencies are 
toward shorter business hours. I have never 
known of a business failure caused by shorter 
hours.” 

Shall the eminent dean of retailing, Andy C. Mc- 
Gown, live to see a shorter day for clerks? We 
emphasize this very short day because in some 
parts of the country shoe stores are kept open from 
7 in the morning until 10 at night. 

Local agreement and harmony of purpose should 
be immediately brought into play to make the busi- 
ness day a humane day. In some of these long day 
stores the clerk never gets an opportunity to get 
acquainted with his family much less improve him- 
self physically and mentally. Isn’t it time to make 
a move in the right direction? 

Hours of labor are not the true measuring sticks 
of the worth of a clerk to a store—what he pro- 
duces on the books is what really counts. What is 
time toa Chinaman? Here is a calculation on time 
that is interesting: 

An employee in a Broadway store asked his boss for a 
raise. He said he’d been working for the firm eight years 


at the same salary and felt that he rated an in- 


crease. 

“You don’t work for us at all as a matter of fact,” replied 
the executive. 

“Why, how do you figure that?” asked the man in 
amazement. 

“Well,” began the other, “it’s this way. There are 365 
days in the year and 24 hours in a day. You sleep eight 
hours a day, making 122 days, which, subtracted from 365 
days, leaves 243 days. You have eight hours recreation each 
day. That also makes 122, which, subtracted from 243 
days, leaves 121 days. There 
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day and the public taught to buy during that pe- 
riod, isn’t more joy and happiness injected into 
life? A way to better store help is to be found in 
the solution of the problem of hours—for the com- 
petition of five-day factories and short hour office 
work is reducing the number of good workers in 
stores who will not work from sun-up to sun-down 
and evenings as well for the same wages as enjoyed 
by friends who have the time advantage. The sum- 
mer period is the time for testing out new hour 
schedules. 


What Constitutes Shoe Value? 


HEN shoe men themselves are mistaken as 

to costs, why give the public the idea of 
cheapness? There ought to be a definite valuation 
of style for itself alone in every pair of shoes. A 
proper selection of a color means more than just 
the purchase of a pair of foot coverings. 

Some of the operators in shoe merchandising to- 
day don’t look at the cost sheet when they are 
pricing the shoes at retail. They figure what the 
shoe will bring and make that the selling price. 
There is safety in this method, because when the 
style is waning the man who forgets the cost price 
is able to clear stock. Even though the first clear- 
ance hurts, the store is better for the disposal of 
that shoe. All through this country quality is lift- 
ing its head. 

A traveling man tells this true story to illustrate 
how easily shoe merchants may be mistaken about 
values. A short time ago, as he was spreading his 
line in a hotel sample room, he noticed one shoe 
that had been accidentally left by his predecessor. 
Knowing that the other salesman did not intend to 
check out until the following morning, he just left 
it on the table, near his own samples. By the time 
he got unpacked his customer walked in, spotting 
this shoe right off the bat. 

“How much is this?” was asked. “That is a 
new one,” the salesman said, “we have just added 
$2.50 in case lots. Think you could use some?” 

Then the buyer commenced 





are 52 Sundays. You don’t work 
Sundays. That leaves a balance 
of 69 days. We close every Sat- 
urday afternoon, as you know, 
making 52 half-holidays, or 26 
days. Subtract them from 69 
and that leaves 43 days. We 
allow one hour each day for 
lunch, and that makes 16 days, 
which subtracted from 43, 
leaves 27 days. We give you 
two weeks’ vacation during the 
year, which leaves only 13 days. 
There are 12 legal holidays dur- 
af a year, and we close for 
a A 


“That leaves only one day in 


the year, and that’s Yom Kip- 
pur, and we don’t keep open.” 


If shopping hours can 





to criticize the shoe. He did 
not think much of the qual- 
ity of the leather, the fit of 
the pattern or the heel; in 
fact, he thought it was a 
poor shoe for the money. 
That was his regular pro- 
cedure, anyway. When Mr. 
Salesman told him who 
made the shoe, that price 
was about $7.50 and not 
$2.50, Mr. Customer did 
not have a word to say. If 
shoe men don’t know, how 
in blazes can the public tell. 








be adjusted into a shorter 
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New Types of Women’s Oxfords 


for Fall 





High Style Fashion Oxford and Boyish Collegiate Effects 


TRAPS, gores 
S= pumps have 
occupied the cen- 
ter of the stage so 
long that the trade 
now believes that 
women are in the 
mood for something 
different and will ac- 
cept oxford types for 
fall. The elements 
governing women’s 
styles in shoes are so 
far reaching, power- 
ful and exacting that 
a shoe style must be 
perfectly timed to at- 
tain definite success. 
The advance style 
operators of this 
country now feel that 
the time for the ox- 
ford movement is in 





On boyish oxfords the lace becomes a style factor. 
may be had in flat silk, cord or cable, with or without orna- 
ments. Even footballs of gold, silver or lacquered wood for 
the fall games. 





the fall of 1926. All 

the preliminary testing of spring 
sales of high style, fashion oxfords 
in New York City has been in this 
direction. 


HE other division of style, 

wherein boyish lasts have been 
made over for girlish footwear, has 
shown tremendous progress. Texas 
was the first State to take it up seri- 
ously and in six months it has swept 
through the country. The very fancy, 
low heeled oxford, with boyish meas- 
urements across the ball, waist and 
instep, and a snug fitting heel, have 
been a great favorite with flappers. 
The patterns are as wild as they 
make them. All sorts of fancy 
leathers, sometimes three different 
varieties, are to be found in these 
collegiate oxfords. It is a school girl 
type of shoe and has made its im- 
pression on women under thirty for 
outdoor wear. It is expected to be a 


‘ still greater favorite in the fall. 


In the first classification, the high 
style, fashion welts, fit in nicely with 
the general disposition toward tail- 
ored suits, where the short jacket 
and the plaited skirt, the shorter the 
better, have emphasized the foot- 
wear. It is this tailored vogue that 
brings about an interest in shoes 


that are more “filled-in,” to borrow 
the phrase used at the New York 
Style Conference. A study of the 
Style Conference report will indicate 
that there is a growing interest in 
oxford types of shoes, and the report 
senses it by raising the oxfords up 
a few steps from their former grad- 
ing. 

Attempts to lighten the appear- 
ance of the oxford with cutouts pro- 
duced a shoe overdone in effect, exo- 
tic in lines, and not accepted in the 
realms of good taste. The oxford 
with simple lines, but with unusual 
designs and materials, has created a 
very favorable impression. There is 
no limit to the possibilities of clever 
decoration in these high style, fash- 
ion oxfords. 

The well dressed woman, particu- 
larly in New York, has been con- 
vinced that this mode is exceedingly 
“chic.” The best part of the oxford 
movement is that it opens up un- 
limited possibilities for daytime foot- 
wear. The past season has been one 
wherein evening types of footwear 
have been worn all around the clock. 

Now it looks as though, with ox- 
fords returning, there is a place for 
morning wear shoes in high style 
fashion oxfords, afternoon shoes in 





gores, step-ins and 
straps, and evening 
shoes radically differ- 
ent from the other 
two classifications in 
fancy brocades, silks, 
novelty leathers, and 
all highly decorated. 
The day of style in 
footwear has been 
made shoe interest- 
ing. The merchant 
has the greatest op- 
portunity before him, 
because of this new 
movement. 


Shoe laces this year 
“have been gradu- 
ated” from the lower 
grades of style into 
the higher and newest 
Phases of fashion. 
Never before have 
laces appeared in such 
fanciful array. One house is turn- 
ing out 60 varieties, ranging in 
length from 14 to 54 inches, and in 
fifteen or more shades and combina- 
tions. The colors consist of parch- 
ment, green, blue, champagne, ma- 
hogany, mushroom, medium and dark 
brown, gold, light and dark gray, 
blonde, smoke, in combinations. They 
match the newest shades in sport 
sweaters, shirts, neckties and match 
or contrast with the shoe. 


They 


HERE are many plaids and 

shaded effects. The tasseled 
and highly colored knobbed ends 
and slides are chose exclusively by 
the women, who often take the 
long, 54-inch, laces and retie them 
around their ankles, bracelet fash- 
ion. There are many style possibili- 
ties in the new lace. 


Crossing the Continent 


Jack Gorman of Murphy, Gorman 
& Waterhouse left Lynn recently 
for a trip across the continent. He 
will attend the convention of the 
California shoe merchants‘at San 
Francisco. 


June 5, 1926 
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BOOT AND SHOE 


RECORDER 


FASHION FOUNDATION 
FOR FALL 


ing of shoes for fall, the Boor anD SHOE RE- 

CORDER is here endeavoring to help the merchant 
make his selections wisely by defining certain tendencies 
and outstanding features in footwear fashion that can 
be gaged and understood. We hope to make these 
pages serve as a real contribution to better merchandis- 
ing for the coming season. 


Te exert a strong and steady influence on the buy- 


The conference of the allied shoe and leather indus- 


tries recently held in New York did much to build a 


framework for the styles for fall. On that framework 
we now endeavor to fill in the style structure to the 
pleasure of the public and the profit of the 

merchant. 


Art and utility must be combined in the 
footwear for fall. Shoes are not indepen- 
dent units purchased speculatively by the 
buyer in the hope that the public will accept 
them next fall on the gamble of a certain 
percentage of the number bought being 
“good buys” and the balance subject to an 
“early good-bye.” 


Footwear is now a part of the entire pic- 
ture of women’s apparel and they must be 
in harmony with the rest of the outfit if they 
are going to add to the attractiveness of the 
wearer. This knowledge, once acquired by 
us, is passed to the merchant, and through 
the merchant to the sales people, and they in 
turn intelligently tell the public the reasons 
why for the footwear they are showing. 


The fall of 1926 marks the end of the 
period when the store and manufacturer 
would rather copy an idea that some other 
more progressive shoe man had worked out 


than to dig into the reasons why the idea was good. 
The first producer and first distributor reap the greater 
reward because they are in possession of the facts. 


No fall line of shoes should be purchased without 
organized facts as to the purpose of that shoe and its 
place in the scheme of dress. The art of production 
and distribution comes in the skillful application of that 
knowledge. Certain natural laws of fashion make their 
appearance in fall footwear and deserve study. 


Selecting a jumble of styles and’ hoping that one hunch 
out of the many will be profitable isn’t good shoemak- 
ing, or good shoe distribution for fall. The elements 

governing women’s styles in shoes are so 
far-reaching, powerful and exacting that 
shoe style must be perfectly timed to attain 
definite success, consumer acceptance and 
merchant profit. 


We have considered four basic types of 
shoes for women in that connection. Each 
page, therefore, has the stamp of authority 
in classification of styles for fall. There are 
enough leading merchants convinced of the 
fact that style in footwear must be more 
orderly for the fall season that these ideas, 
if accepted, can be made the instrument of 
a_ better advance 
season. 


shoe business for the 


Feminine skirts will remain short—knee 
visibility — and feet, because of their 
beauty of footwear, will be dominant in 
the fashion sense, giving the shoe trade its 
golden opportunity, if it serves correctly, 
to blend into the dress picture. . Shoes, con- 
spicuous because of their beauty, have the 
right of way for fall. 
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Definitely Fashion Goes 
to Oxford Types 


HE best opinion in the fashion world in Europe 

and America is that more filled-in types of shoes 
will have an authentic vogue for fall. In metropoli- 
tan cities the oxford type gained some degree of 
prominence this spring. Straps, gores and pumps 
have occupied the center of the stage so long that 
the best style opinion is that women are in thie 
mood for something different and will accept the 
oxford type. Now the logic of this prediction is 
that the dress trades will feature suits and coats 
and particularly the tailored suit for women’s wear 
this fall. That’s the basis for acceptance of the more 
filled-in type of shoe, plus the fact that the shorter 
the skirt, the higher the shoe. 




















HE keynote of the fall mode is “is it chic” and 
that seems to be best obtained by either the high 
heel French oxford or its American adaptation as 
shown on this page. In the scheme of dress for 
daytime wear, advance buyers consider a tailored 
type of shoe will do much to straighten out the 
tangle of styles now prevailing. For morning, 
street, walking or town wear, the tailored type of 
shoe will harmonize with suits or coats. These 
costumes will be in what the garment trade term 
“the silhouette” in which straight lines predominate. 
This classification of style opens up an oppor- 
tunity to sell a distinctly fall type of shoe for a very 
distinct purpose. For the little light woman, or 
rather girl, who is in style, the higher the heel, the 
shorter the vamp, and the more cutout the oxford, 
the better. For the woman above thirty, the appli- 
que oxford of tan calf with a trim tip and vamp a 
la custom boot making. 
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HE moderate square toe last with light edges 
and very fashionable uppers in Stroller tan, Sau- 
terne and Marcella, are considered the outstanding 
features of this type of footwear. Black has its place, 
if properly trimmed. The three pairs shown illus- 
trate distinctly advanced “filled-in” types for fall— 
in leathers to suit your own locality’s selection. 
The side lace is a novelty that has possibilities. 
Reptile grains are used in moderation. Laces are 
plain, if the shoe is highly patterned, and fancy if 
plain trimmed. The little bone, wood, or metal 
lace ornament is still good. 
All over reptile leather or tan calf with tan trim- 
mings; in fact, any of the color schemes that 
harmonize, are fashionable in this division. 


ee 
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High Throat Pumps 
and Step-in Types 


HE pump as the basis gives a certain last and 

fitting values that are acknowledged as good 
taste. There is always a place for a simple opera 
or Regent pump. The colors and materials may 
vary, but the type continues. 

Growing up from the pump we have the high 
throat effect with adjustments. Some may be gore 
controlled, others snap fastened or button attached. 
Three typical shoes, the first a high throat with snake 
lines over the front and up the heel; the second, 
black patent and suede in the step-in, and the third, 
black satin trimmed with bronze, patent or real 
snake. 

Che little tongue carries the colonial motif. These 
move on in the order of the day and are semi-after- 
noon types. 


HE lasts for this semi-formal type of shoe will 

be more rounded and have shorter foreparts 
than for several seasons. This does not mean 
medium toes will not be used, because many women 
will always wear this last, and cannot wear the other 
kind with comfort, and there are many who do not 
consider the rounded last in good taste. There will, 
however, be an increasing number of extremely 
round toes sold. In regard to heels, they will vary 
from 14/8 to 18/8, depending on the fancy of the 
wearer. 16/8 heel will suit the greatest number, 
and is shown in the greatest number of models. 


T is generally agreed that black will lead for fall, 

with patent the most sought for leather. There is 
considerable talk about the return of black suede, 
and this seems to be well founded, as many suede 
finish materials are noted in the formal coats. In 
many models, black suede is used in combination 
with patent colt. One reason for the selection of 
black is the coming popularity of black in afternoon 
dresses. The full range of brown colors will open 
the fall business—for brown is always seasonable 
at that time of the year. 
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The Strap Has a Distinct 
Fashion Utility 


i smartly dressed woman requires so many 
shoes for different purposes that she will often 
find that the strap or gore will best produce the 
effect she desires. Just as often as she changes her 
costume, just so often will she change her shoes, 
and with so many pairs of shoes to complete the 
wardrobe, no one pattern or type of model can serve 
to produce the different ensembles of hat, clothes, 
shoes and stockings. No woman’s shoe wardrobe is 
complete without several pairs of straps. 

Straps were once put on shoes for utility pur- 
poses alone. Now they have a definite reason for 
being on the shoe. The woman invariably thinks, 
“is it clever,” and then she buys. We have tried to 
typify in three shoes this new spirit in straps. It 
has a reason for being attached to the shoe, aside 
from utility. 

















any 


Oe. ye 
a, SEY ‘ 





HE great value of straps in a store’s stock is 

that it is the greatest aid to fitting. A mer- 
chant can carry fewer shoes and fit more feet with 
straps, because fitting up or down a half size is con- 
trolled by the strap adjustment. Straps were given 
first place position in all of the classifications of the 
Style Conference. It is universally the best all- 
around shoe covering all heights of heels and 
almost every pattern. 

Be extremely careful in selecting straps that the 
foreparts link up with the quarters so as to pre- 
vent that wink that comes with every footstep. 
Many a line of shoes has been spoiled because the 
front vamp winked with every step of the customer. 


’ 


















E illustrate one open shank pattern on this 

page more for the purpose of indicating that 
evening footwear will be largely of that type of 
shoe making for fall. Shoes that have more than 
one strap are beginning to be classified as orthopedic 
shoes—the reason being that most of the comfort 
and corrective shoes have a number of straps for 
both appearance and support. 

The general effect of laces, ankle ties and the 
fancy ends for such ribbons is an indication of the 
fact that the tricky shoes for fall will be in the strap 
family. The materials will follow the conference 
classification. 

Novelty leathers, principally in reptilian effects 
will be more important for use as trimming, and 
have some importance for use as all over shoes: 
1. Patent—plain or trimmed ; 2. tan and brown leath- 
ers—grain and suede—plain or trimmed; 3. black 
satin—plain or trimmed; 4. colored leathers other 
than tan and brown—plain or trimmed; 5. black 
leathers, grain and suede—plain or trimmed, 
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Boyish Walking Shoes for 
the Flapper Trade 


HAT will the flapper wear—that’s the ques- 
tion. She is the girl that makes the feminine 
shoe business worth while. She never has enough 
pairs of shoes. She never can get them tricky 
enough. She wants to be known by her footwear. 
Reminiscent of the low heel flapper type shoes a 
short time ago, the younger element are expressing 
a demand for extremely square effect lasts. While 
these lasts are confined to walking shoes, and are 
made in patterns suggesting straight lines, they are 
in perfect harmony with the vogue, and will help to 
stabilize the industry by giving the retailer a safe 
style suitable for a definite purpose, and a style 
which he may be able to size up as the season 
progresses. 


HE greatest variety of materials will be needed 
in the semi-sport types of shoes in this classifica- 
tion. The whole range of reptile leathers and colors 
is available. Underlays in contrast, and appliques 
to harmonize and contrast, have their place. 
We show on this page a smoked horse oxford with 
a fancy apron and lizard tongue. The next number 
is an all-over embossed grain in little patches of 
color. The applique is in contrast in plain leather. 
It is in this division of shoes that the all-over reptile 
or novelty leather has its best salability. 


NFINISHED leathers, particularly the suedes, 
are of interest in fall shoe selection. The one 
thing to be careful about is the quality of the un- 
finished leather, because one that sheds its color im- 
mediately makes its mark on light colored hose. 
Shoes will touch the hose in the new posture and 
freedom of women, so be guarded on this point. 
A number of fancy patent leathers are appearing, 
giving a new range of colors. They are extreme 
novelties and should be so considered. A study of 
these shoes and the types on the preceding pages 
indicate classifications that are dominant for the 
fall season. If they can be picked in the proper 
proportion, and each shoe well balanced in its color, 
materials, shape and pattern, then you have achieved 
a well rounded stock for fall shoe selling. 
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Three Toes for Fall 
Custom—Medium—Broad 






HE style angle of men’s shoes seems to be grow- 

ing stronger. We have passed through a period 
in which men simply bought an all purpose shoe 
neglecting completely the style angle. Since men 
are beginning to consider style more seriously, this 











element is of extreme importance in fall models. to 
All realize that there is a distinct limitation to the fo 
amount of novelty effects that can be injected into , 

e 





men’s shoes, and still make them acceptable to the 
majority, yet careful attention to style details will 
preduce shoes having sufficient style appeal to urge 
men to buy them. We can not expect any radically 
new models for fall wear, but the new samples 
shown have, in perfectly good taste, some things 
which distinguish them from the styles of other 
seasons. 
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HANGES are reflected in model, color and pl 
material, which vary to a considerable degree sha 

in the different grades. Lasts for all grades show in | 
no radical changes; in better grades the custom toe mo 
and the semi-brogue are about equal in favor. There call 
is a tendency to narrow the high grade semi-brogue and 
and the result is a last about half way between ora 
this last and the custom. This new last produces a nie 
lighter appearing shoe with a toe wider than the $0 1 
custom and more drawn out than the brogue. ers, 
sho’ 





HERE is every indication that the balloon will 

continue through fall in medium priced shoes. 
Young men, for whom these shoes are styled, like 
the effect of the short stubby lasts, and have not as 
























yet shown any inclination toward the narrower 
models. It is worthy of note, however, that new 
balloons are less extreme than the early spring T 
models. | 
have 
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HE patterns in high grade shoes show a ten- bine 
dency toward plainer effects; that is, there is an ‘sian 
absence of large punchings formerly used for imitat- s .. 
ing a backfox or face. The fact that the wider toe Aden 
has been modified will mean lighter punching, and mie 
that fitting will be used more often. Orange silk hand: 






stitching is often used to produce a slight contrast. 
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New Pattern Lines 
and Heavier Weights 


N the more moderate priced shoes there is a 

tendency toward more abrupt curves in patterns, 
and the vamp and backfox lines are more sweepingly 
drawn out. In many cases the vamp is drawn back 
to the heel in a long sweeping line. Short back- 
foxes, which from their size might almost be called 
backstays, employ unusual curves to give a novel 


effect. 


FEATURE of many fall shoes is binding or 

piping with a contrasting leather. One model 
on a balloon toe in a medium tan shade is piped on 
vamp, tip, face, top, and backfox with a darker 
shade of calf. One often sees corded or piped tips 
in the better grades; these are expected on the kid 
models, but they are now used on the younger men’s 
calf shoes with two close rows of fitting-on the vamp 
and top as the only other decoration. In the $8 
grade there is a trend toward lowering the vamp 
and foxing lines. This may be due to the fact that 
so much of the shoe is concealed by the wide trous- 
ers, but at any rate several are cut lower than any 
shown last year. 


I1ERE has been considerable talk about the 

possibility of button oxfords, and most lines 
have samples of this style. It is too early to de- 
termine how well this style will be received. We 
all want men to own more pairs of shoes, and if 
this button oxford could be sold as a fall style 
shoe, it might be the means of selling. extra pairs. 
The comeback of buttons is prefaced by the return 
of derby hats, the close-fitting overcoat with its 
velvet collar and also, reason is voiced, the style has 
been out of the picture so long that no “shelf-stock” 
is going to be pulled out to spoil its introduction as 
anew number. It is now on display on Fifth 
Avenue and Broadway and the theatrical and movie 
men are wearing buttons. Its future is in your 
hands. 
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What Colors in 
Collegiate Footwear? 


OLOR has been given special attention in fall 

models. The Fifth Avenue tailors are stress- 
ing several medium shades of brown and smoked 
gray suitings. In high grade shoes deeper and 
richer browns than those of last season are used; 
in the medium priced shoes lighter shades of tan 
are used as well. The gray materials in suits will 
help the sale of black, and it is predicted in the 
better grades 65 per cent of the sales will be browns 
to 35 per cent black, while in the cheaper shoes the 
percentage of black will be less. There are enough 
new shades for fall to make color an important 
style angle, which may be emphasized as a feature 
to foster the interest recently aroused in men’s foot- 
wear. 


HE three types on this page indicate a sturdy 


shoe of a distinctive order. First, the revival 
of the collegiate oxford with its wide swing and 
extension. The toe has plenty of ball room, the 
tip is more like the half-dollar toe of the past. The 
second shoe rises high on the throat and gives the 
U shape foxing up the lace stay. It is an adaptation 
of the Hague in fitting value. The third shoe is a 
heavier button oxford type with plain double row 
stitching with harness stitching between. These 
three shoes are interesting, because of their appeal 
to younger men. 


ae 


—~ 


N the fall we naturally expect grain leathers; 

this year the grains seem to be lighter in weight 
than for several years. This is a step in the right 
direction, as heavy grains, noticeably absent this 
year, are too heavy for style shoe uppers. They are 
corn producers for the wearers, and help to remove 
the style element so necessary for the welfare of all 
in the trade. They have their place in specialty foot- 
wear and winter sport wear. Even the balloon 
models are made of lighter grains or calf rather than 
coarsely imprinted grains. 
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Real Style Is New Development 
In Men’s Shoes 


Encourage It—For It Sells More Pairs 


UT in the West they say that 
(je cartoon “Poor Papa” and 

the song linked up with it have 
done more good in merchandising 
than any amount of propaganda. It 
has taught the women folks to look 
at the “old money maker of the fam- 
ily’ as something other than a pock- 
etbook filler. The women folks have 
been keen to see “the old man dress 
up.” Now it is on the recommenda- 
tion of a wife or a daughter that a 
man buys a smarter looking hat, or 
a trimmer pair of shoes. 

The light shades in tan have 
helped in the grading up of apparel. 
It is the old story of painting the 
back porch and then finding that the 
house looks so poorly in contrast as 
to necessitate complete 


men’s shoes, and still make them ac- 
ceptable to the majority, yet careful 
attention to style details will pro- 
duce shoes having sufficient style ap- 
peal to make men want to buy them. 
We cannot expect any radically new 
models for fall wear, but the new 
samples shown have, in perfectly 
good taste, some things which dis- 
tinguish them from the styles of 
other seasons. 

These changes are feflected in 
model, color and material, which 
vary to a considerable degree in the 
different grades. Lasts for all grades 
show no radical changes. In better 
grades the custom toe and the semi- 
brogue are about equal in favor. 
There is a tendency to narrow the 


high grade semi-brouge and the re- 
sult is a last about half way between 
this. last and the custom. This new 
last produces a lighter appearing 
shoe with a toe wider than the cus- 
tom and more drawn out than the 
brogue. 


HERE is every indication that 
the balloon will continue through 
fall in medium priced shoes. Young 
men, for whom these shoes are 
styled, like the effect of the short, 
stubby lasts, and have not as yet 
shown any inclination toward the 
narrower models. However, new 
balloons are less extreme than the 

early spring models. 
The patterns in high grade shoes 
show a tendency toward 





plainer effects, that is, 





renovation, even to new 
furniture and wall-paper 
inside. 

By their shoes the grad- 
ing up of men’s dress is 
being done. Fashion in 
men’s attire should not be 
permitted to slump in the 
fall and winter months. 
Summer - weights have 
done their part, but sum- 
mer colors have accom- 
plished still more. 


N the fall there is a 

natural return to 
heavier weight bottoms. 
So far so good. There is 
a place for medium 
weights in uppers right 
through the winter. 

The style angle of men’s 
shoes seems to be grow- 
ing stronger. We have 
passed through a period 
in which men bought just 
an all-purpose shoe, neg- 
lecting the style angle 
completely. Since men 
are beginning to consider 
style more seriously, this 
element is of extreme im- 
portance in fall models. 
All realize that there is a 
distinct limitation to the 
number of novelty effects 
that can be injected in 


A New Last and New Pattern—What 
Will Their Fortune Be? 


The men’s trade is taiking of the possibilities 
of button oxfords. Many of the men’s lines have 
already sampled them. It is a high style note and 
New York says that they go with derby hats, 
velvet collared coats and smart dress. The new 
last, as shown, has the ball room of the Haig, 
with a toe of the custom shoe, and the flange of 
the college last of twenty years ago. Outswing 
and extension accent the smartness of the last. 


there is an absence of 
large punchings formerly 
used for imitating a back- 
fox or face. A_ small 
punched, small sawed tip 
and vamp with a double 
row on the face and three- 
quarter inch top band is 
typical of the style of 
many of the models. The 
fact that the wider toe 
has been modified will 
mean lighter punching, 
and that fitting will be 
used more often. Orange 
silk fitting is often used 
to produce a slight con- 
trast. 

In the more moderate 
priced shoes there is a 
tendency toward more 
abrupt curves in patterns, 
and the vamp and back- 
fox lines are more sweep- 
ingly drawn out. In many 
cases, the vamp is drawn 
back to the heel in a long, 
sweeping line. Short back- 
foxes, which from their 
size might almost be 
called backstays, employ 
unusual curves to give a 
novel effect. 

A feature of many fall 
shoes is binding or piping 
with a contrasting 





[CONTINUED ON PAGE 64] 
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Concentration Will Sell More 





Children’s Shoes 


MERCHANT, whether 
A has a large or a 

small buying power wil 
find children’s shoes one of 
the easiest stocks to buy and 
sell at a profit, if he will con- 
centrate and specialize. 

To illustrate, suppose that 
you had $1,500 to invest in 
the children’s shoe business. 
That would mean that a good 
merchandiser should do 
$5,000 a year on about a three 
time turnover. The shoe 
traveler comes to see your 
store and opens up his sample 
case with 25 to 30 kinds of 
footwear for the little folks 
It may be that you do not like 
the line or you do not know 
much about it. If that is the 
tase, you should be a bit wary. 
But if it is a well known, well 


By I. S. Forbstein 











R. FORBSTEIN buys children’s, as 

well as women’s, shoes for The Out- 
let Co. of Providence. This store, it is 
claimed, does the largest business per 
square foot of any department store in the 
United States. Last year it was over $12,- 
000,000, of which amount the children’s 
shoe business was $175,000. This year to 
date, the children’s department is six per 
cent ahead of last year. 

Mr. Forbstein has been buying children’s 
shoes for The Outlet Co. for the last three 
years. He came to this house from a four- 
teen years’ shoe connection with Stix, Baer 
& Fuller of St. Louis. 

In merchandising children’s shoes, says 
Mr. Forbstein, sizes are more important 
than a wide range of styles. 





cent are Buster Brown Shoes; 
the other 40 is divided be- 
tween a line of turn shoes and 
a line under the. Buster 
Brown grade. We also carry 
a wide range of felt and 
boudoir slippers, rubbers and 
canvas rubber soled shoes. 

The first order I placed for 
Buster Brown shoes was for 
$27,000. I bought more from 
the viewpoint of sizes in that 
investment than from that of 
styles. 

While style has become » 
factor in the children’s shoe 
business, yet it never can play 
as fast a game in that direc- 
tion as it does in women’s or 
men’s shoes, because, always, 
the merchant must keep in 
mind that fit in children’s 
shoes is the first requisite. 


advertised line, three or four styles children’s shoes and have nine sales- Enough sizes and widths must be 
are enough to select. Then buy .people in my children’s department carried to give the growing foot a 
and more on Saturday, working so chance to develop. If I had the time 
fast and well that $1,500 for a day’s to go out and talk to the retail shoe 
business is not unusual. On special merchants of the country, I would 
sale days, they have sold as high as repeat over and over again—buy 


enough sizes on those styles. 


If it is a question of deciding 
between sizes and styles give 


the preference to the sizes. 
I carry only three main lines of $3,800. Of these three lines 60 per enough sizes and 


Basic Fall Styles for Girls 


good style 


The boyish oxford swept through 
the country, because it is the “dog- 
giest” thing ever selected by flap- 
pers for fall and winter footwear. 
Smoked horse, combined with alli- 
gator trimmings in contrast are in 


The greatest opportunity for rep- 
tile grains is to be found next fall 
in children’s footwear. This one- 
strap is in Stroller tan calf with 
imitation snakeskin heel and trim- 
mings, and is typical of strap foot- 
wear needed for September selling. 












widths on 











The step-in is now acknowledged to 
be a@ permanent style feature in 
footwear for girls. We illustrate a 
neat model with side lacing and a 
Kiltie tongue ro over the throat. 
The shoe is o 

saddle of fancy embossed leather 


brown kid with a 
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children’s shoes and keep sized up. 

Too little attention is given by 
many merchants to the children’s 
shoe business. The more you spe- 
cialize on children’s shoes, the bigger 
pusiness you can do. There are 
plenty of opportunities for more ex- 
clusive children’s shoe departments 
and shoe stores. Exclusive children’s 
shoe stores, rightly managed, should 
pay big profits. We have an ortho- 
pedic department, in which special 
attention is given to children’s feet. 
We work with the doctors in this 
connection. I have found that there 
are many children who need AA and 
AAA widths. These special sizes 
cannot be carried by the merchant, 
unless he specializes. We have helped 
to rectify through this orthopedic 
department many aé_e case. of 
children’s foot troubles. We send 
out invitations for mothers to visit 
our orthopedic department and to 
bring the children. 


[ E carry from 1 to 8 in infants 

up to growing girls an’ boys— 
our price range is from about $1.89 
to $6.98. The style end in growing 
girls’ shoes must be kept in mind in 
buying. But yet, it is perfectly safe 
for a merchant to place his orders 
on his entire run of children’s shoes 
two months in advance. On staples, 
orders may be placed even farther in 
advance. 

Once having selected your 
lines of children’s shoes, play 
them up strongly. Advertise 
them in your windows, by spe- 
cial trims, and in the daily 
papers. 

I spend about 2 per cent for ad- 
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vertising. Fridays and the day be- 
fore a holiday are good days for the 
insertion of a special ad; then 
children are not at school and their 
mothers can bring them in to be 
fitted to shoes. 


N special occasions, for instance 

when Buster Brown and Tige 
visit the city, we devote about 400 
lines in two of the daily papers to the 
announcement. Buster was in Provi- 
dence for two days, recently. The 
first day was a holiday, and as a re- 
sult of the visit of Buster and the 
fact that there was no school, $2,800 
worth of Buster Brown shoes were 
sold. At Fay’s theater, the largest 
in Providence, owned by the pro- 
prietors of the Outlet Co., about 3000 
children assembled. The year be- 
fore, a raised platform was erected 
outside the store and it was esti- 
mated that between 16,000 and 20,- 
000 people blocked the streets for 
an hour. It took 25 policemen to 
keep the crowd moving. 

A well advertised line, on which a 
special agency can be given to the 
merchant is of great assistance to 
the merchant selling either 
children’s or women’s shoes. 

I would suggest that three times 
a year is a sufficient turnover for 
the average merchant selling 
children’s shoes. I turned my en- 
tire stock of women’s and children’s 
shoes 414 times last year, but we 
are very large buyers. A small re- 
tail shoe merchant must always con- 
sider that the minute he commences 
to turn stock more than three times, 
he is quite likely to cut down on his 
purchases and he loses a lot of busi- 
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ness on merchandise which he did 
not have, but which he would have 
had if he had not been trying for a 
big turnover. 

We do a big felt shoe business for 
children, and sell the best grades. 
From October to Dec. 25, last year, 
we sold over 65,000 pairs of felts 
and boudoirs to women and children. 
It pays to feature felt shoes for 
children. 

Now that vacation time is here. 
many folks are going to camp and 
would buy felt shoes for the little 
folks if they were featured. They 
would also buy shoes for graduation 
and play shoes for the summer, and 
sneakers. Sneakers should _ be 
featured right through the warm 
months. We sell a large quantity of 
sneakers all through July and 
August and this merchandise 
sweetens up the regular leather 
soled shoe lines, and keeps the at- 
tention of mothers on the shoe de- 
partment for school shoes in the 
fall. 


HE cooperation of the buyer 

with the salespeople is most im- 
portant. None of my boys and girls 
are afraid of me. They can come to 
me at any time and I always make 
an opportunity to answer their ques- 
tions. We have weekly meetings. 
Just as I never give a salesperson a 
‘call down’ on the floor, I refrain 
from this in these meetings. I will 
say, for instance—I find that some- 
one here is doing this or that; I do 
not want it to happen again. Thus 
is the information given to the sales- 
person that I know about a mistake, 
but he is saved from being humili- 


Basic Fall Styles for Boys 


Boys’ shoes follow closely the trend 

of men’s footwear. Therefore dou- 

ble row stitching, with a center of 

harness stitching, on tans and 

blacks, is good for fall. The bal- 

loon last continues the best feature 
in boys’ footwear 


For very little fellows the moccasin 
pattern still continues to be the 
outstanding shoe, particularly for 
the opening of the fall season. 
This smoked horse number has an 
alligator front and tongue. The 
combination may be reversed, or 
may be in tan and brown 


The balloon pants gave a new fox- 
ing line to men’s shoes, and here 
we have a fall sport number with 
an apron effect crossing the bal- 


loon line. There is a place for fall 
sport shoes in two tones of tan 
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from the salespeople. 
get the best cooperation. 
no ‘grouches on my floor. 

I can get suggestions 
from any one of my workers, 
from the stock boy up. We 
are all human, and just be- 
cause I am fortunate enough 
to be a buyer does not pre- 
vent my listening to a good 
idea from some one else and 
acting upon it. Two heads 
are better than one. I get 
the very best cooperation 
from my 38 sales people. 
That is the reason we can 
sell $5,000 of shoes during 
special Saturday sales. 

And especially must the 
salespeople in a children’s 
shoe store or department 
have a bright and “sunny” 
personality. They should 
not be irritated by unneces- 
sary complaint and fault 
finding by the manager. If 
salespeople have not the 
right personality to sell 
children’s shoes, they should 
be told so and discharged, 
but if they are good sales- 
people, encourage them. 

My salespeople are _ in- 








ated before the rest of the group. 
I .am always open to suggestions 
As a result, I 
I have 


is in vogue. 
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Gumwood Cal 


Tan trim Grey Cai}, 
B 





The square toed mannish type of footwear for girls 
These three typical examples were 
taken from an advertisement of E. W. Burt & Co. 


of Boston 





structed to “show the goods” and not 
to talk price. The customer does that. 
The arrangement of stock is im- 
portant. All my stock is within easy 





reach. The low shelving gives op- 
portunity for decorative effects. 
While in women’s shoes, I arrange 
my stock entirely by colors, segre- 
gating patent leathers, 
whites, grays, silvers, or 
browns, as the case may be. 
In children’s shoes I ar- 
range them by patterns, 
putting all of the oxfords to- 
gether, all of the moccasins 
together, all high shoes to- 
gether, etc. 

After a children’s shoe 
store is well started, it is not 
necessary to distribute souv- 
venirs, nor for a merchant 
to put himself to any extra 
expense for anything out- 
side of an attractive and 
neat department, and above 
all—value in merchandise. 
Fathers and mothers are 
more interested in children’s 
shoes that will give good ser- 
vice and looks at a reason- 
able price than in any toy 
which may be presented to 
the little folks. 

An X-Ray machine is an 
important feature of any 
children’s shoe department. 
I have found that this ma- 
chine is of much assistance 
in selling more shoes right. 














Changes Announced in 
W. H. Lampe Personnel 


W. H. Lampe Shoe Co., St. Louis, 
has recently made some important 
changes in the personnel of their 
executive and selling organization 
as well as their factory. 

W. J. H. Anschuetz, who for a 
number*.of years was associated 
with another large shoe company, 
has been elected secretary and 
treasurer of W. H. Lampe Shoe Co. 
Mr. Anschuetz is well known in 
financial circles in St. Louis and is 
also a director of one of the local 
trust companies. 

T. W. Ranking has been added as 
a representative on the Pacific 
Coast with Nat Berkowitz. Gus 
Langemacker has taken over the 
Illinois territory where he is well 
known. O. Kahn will take care of 
the business in Detroit. 

The remainder of $200,000 capital 
stock has been subscribed for and 
W. H. Lampe reports orders booked 
ahead are very satisfactory. The 
Elsberry factory output has been 
increased to 1,500 pairs per day. 





Brockton at Style Show 


Brockton and district shoe manu- 
facturers are showing genuine en- 
thusiasm in the shoe style show to 
be held in Boston soon, practically 
all of them having signed up for 
booths or displays at the exhibition. 
The list of acceptances to date an- 
nounced by the committee follow: 
Diamond Shoe Co., Emerson Shoe 
Co., Rockland; Edwin Clapp & Co., 
East Weymouth; C. A.- Eaton Co., 
Doyle Shoe Co., Avon Sole Co., 
Geo. E. Keith Shoe Co., Barbour 
Welting Co., E. T. Wright Co., 
Rockland; Hurley Shoe Co., Rock- 
land; Tolman Print, Inc., M. N. 
Arnold Shoe Co., North Abington; 
Richards & Brennan, Randolph; 
W. L. Douglas Shoe Co., Stetson 
Shoe Co., South Weymouth; United 
Last Co., Thompson Bros. Shoe Co., 
Commonwealth Shoe & Leather Co., 
Whitman; Stacy, Adams & Co., Al- 
den, Walker & Wilde, East Wey- 
mouth; L. A. Crossett & Co., North 
Abington; Conrad Shoe Co., and 


M. A. Packard Co. 


C. B. Field with Ground 
Gripper 


On June 15, Charles B. Field be- 
comes general sales manager of the 
Ground Gripper Shoe Company. He 
enters a field of work that has 
great opportunity in the betterment 
of feet and the health and happi- 
ness of the public. 

He has been sales manager of the 
Red Cross division of the United 
States Shoe Company since the or- 
ganization of that company. 


Shoe Baseball League 


The coming of the baseball sea- 
son has resulted in the formation 
of a shop league which will repre- 
sent the leading shoe plants of the 
local industry in twilight ball. 
Firms now organizing teams are: 
Moss & Seamans Co., Claremont 
Shoe Co., Rickard Shoe Co., Roslin 
Shoe Co., Modern Shoe Oo. 
Knights-Allen Co., R. V. Murphy 
Shoe Co., Bradley Shoe Co., Hart- 
man Shoe Co. and several others. 
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Starting Careers At the Wrong 
End of the Ladder 


[This is the third of a 
series by Mr. Prather dealing 
with the usual causes of fail- 
ure or success in the retail 
shoe business. The fourth 
will appear in next week’s 
issue—Ed. Note.] 


IGHT at the beginning 
R« us say that the 

young man who is un- 
willing to learn is a hopeless 
case. Also the “bullheaded” 
fellow is a poor thing to work 
on. But a word or two on 
those two subjects may be 
helpful to some. 

Colleges and _ universities 
have been blamed, and not 
entirely unjustly, for giving 
young men wrong ideas of 
their importance in life. A 
college or university educa- 
tion is really not an education 
at all. Such educational 
training simply teaches youth 
how to learn. He leaves 
school with a fine foundation 
upon which to build his later suc- 
cess. If he gets the notion that a 
college degree fits him to start in at 
the top he may be handicapped for 
a long time. There are exceptions 
to that rule. There are men who 
are talented beyond others, fitted by 
their very brain equipment to lead 
from the beginning. But they are 
few and far between. 

One of the worst obstacles in the 
path of youth today is his notion of 
what constitutes ability. He may 
come out of school with a “swelled 
head.” His contacts with other 
students may have given him false 
ideas of life. He may scorn the 
humble beginning and the lowly 
start. He wants to begin high up 
on the ladder, or else at the very top. 

It has become a habit of youth to 
consider the advice of elders as so 
much “apple sauce.” The _ high- 
brows have instilled ideas that all 
age or conservatism is to be scorned. 
The “new thought” way of viewing 
things, the “advanced idea,” has 
worked injury to American youth. 

Unwillingness to learn has caused 


By R. L. Prather 





more failures than ignorance, be- 
cause ignorance may be overcome by 
study. Bullheadedness is a twin to 
unwillingness. The “know-it-all” 
usually knows nothing. His stub- 
born mind bars all interest in the 
opinions of others. Once a man 
makes up his mind that no one can 
teach him anything, his cause is lost. 


N buying and merchandising shoes, 
that trait of bullheadedness 
makes for failure. The stubborn 
fellow, with his own ideas of what 
makes good style and salable goods, 
will not see what others see. He is 
too egotistical, too much wrapped up 
in his own narrow viewpoint, to 
study the ways of men who are go- 
ing ahead. 

Here is an example: A buyer in 
a good-sized town, who, during war 
times won a great reputation as a 
merchandiser, became so pleased 
with himself that he lost all per- 
spective and sense of proportions. 
No salesman, no matter how well in- 
formed, could tell him anything. He 
had no time, no use for business 


papers. He did not need to 
read. He knew it all. He 
went on his merry way, ig- 
noring all kindly advances 
from those who really wanted 
to help him. One day he was 
called into the office of the 
big boss and unceremoniously 
fired. His astonishment was 
only equaled by his utter in- 
ability to see himself as 
others saw him. He had in- 
volved his employer in a 
stock of merchandise that 
would lose many thousands 
of dollars. His one-sided 
mind could not see anything 
but what he had conceived. 
He hunted a job. No takers. 
His record was against him. 
Finally he was forced to go 
back to selling shoes on the 
floor of an obscure store. And 
today that individual is one 
of the sorest, grouchiest, most 
complaining persons on the 
map. He will tell you that 
there are no more opportunities for 
young men. He knows that he was 
a big fellow. Did he not show that 
during the war? Did he not quad- 
ruple the business of his boss? Poor 
fellow! He never took his eyes off 
his own affairs long enough to see 
that the war-time business was all 
false and inflated. He could not 
and would not see the truth of any 
matter outside his own little notions 
of what constituted success. 

That is only one of many cases of 
unwillingness to learn, of down- 
right bullheadedness. How many of 
that kind do you know? 

Here is a buyer of another kind. 
This man will get on in the world be- 
cause he wants to know. When you 
enter his store he greets you with 
this: “Well, what do you know? 
What is going to sell? What do you 
think of kid? How is the trade 
taking to colors? How about heels; 
are they going to be higher or 
lower?” And so on, with dozens of 
questions that bring out all the cur- 
rent opinions. 

This man is beund to succeed. 


















































































from men’s to women’s shoes as the 
more important branch of the indus- 
try has occurred during the past 
decade. The output of women’s shoes 
has come to:exceed that of men’s by 
nearly twenty million pairs. It is 
estimated that 40 per cent more 
women’s shoes are sold now than ten 
years ago, which, allowing for 
growth in population, means an in- 
crease of about 30 per cent in per 
capita consumption. The output of 
men’s shoes, on the contrary, has de- 
clined 12 per cent since 1914, and in 
view of population growth, the per 
capita decrease is even greater. 


66 HE cause of the drop in pro- 

duction of footwear for males 
is alleged to be the automobile. 
Men’s shoes, it is said, are now bet- 
ter made than they used to be, but 
the real explanation of their longer 
wear is held to be the motor car’s re- 
duction of walking to the barest 
minimum. 

“Wide distribution of wealth dur- 
ing the last decade, the increase in 
the number of economically indepen- 
dent women, possibly the improved 
bargaining position, within the fam- 
ily, of those who remain nominally 
‘dependent,’ and the stimulation of a 
craving for novelty or style, explain 
the striking gains in female con- 
sumption of shoes. While the other 
factors have been essential to this 
growth, it is the demand for novelty 
which is most profoundly affecting 
the industry’s organization. 

“The shoe industry, like most 
other industries in the United States, 
had been developing in the direction 
of efficient mass production of stand- 
ard units. Style was first given em- 
phasis as a temporary expedient to 
stimulate sales a few years ago. Its 
immediate success followed and sat- 
isfaction of the call for something 
new has apparently become a per- 
manent necessity in the production 
and distribution of footwear. This 
new requirement of creating a be- 
wildering variety of novelties, for 
any one of which the market is rela- 
tively limited, does not fit well into 
quantity schedules of manufacturing 
and selling. 

“But it has paid. So the industry 
is reorganizing its practices to meet 
the new situation. Salesmen have 
to be sent out at frequent intervals, 
a steady stream of new patterns 
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How to Make a Fair Net Profit 


[CONTINUED FROM PAGE 43] 


must be forthcoming, leather buying 
has to be done on a close basis to 
avoid accumulation of out-of-style 
material, and long-time preparations 
er production schedules are impos- 
sible. 

“Style has been such a conspicuous 
success in increasing sales of wom- 
en’s shoes. that manufacturers are 
endeavoring to introduce it in men’s 
shoes. Advertising to feature the 
slogan adopted, “Shoes for the Oc- 
casion,” will aim to make the man 
self-conscious in the matter of foot- 
wear, and publicity campaigns to 
popularize walking are expected to 
increase the consumption of men’s 
and women’s shoes. Style influences 
in a measure have filtered through to 
men’s shoes in various indirect ways 
and wrought changes worth notice. 
Men’s work shoes are lighter, more 
flexible and more attractive in ap- 
pearance than in former days in re- 
sponse to a demand for better look- 
ing footwear. Men’s light-weight 
shoes for summer wear, formerly re- 
stricted to the highest class trade, 
are being made at medium and lower 
prices. Today at least three-fourths 
of the men’s shoes sold are oxfords, 
and the market for high shoes con- 
stantly grows smaller. 


66 ECAUSE of their very nature 
novelty shoes cannot be turned 
out by standardized production. 
Leather and accessories must he 
bought in small quantities, the out- 
put must be restricted as style on a 
mass production basis is impossible, 
and the constantly changing fashion 
trends of the market must be closely 
followed. Insistent demands from 
consumers for shoes at a price force 
the manufacturer to buy medium or 
low-grade leather and in all possible 
ways to keep down the cost of mate- 
rials, as labor and other production 
costs have mounted appreciably 
since the pre-style days. 
Introducing new patterns is cost- 
ly. For instance, one manufacturer 
is said to have launched 500 models 
of which only twelve were success- 
ful. Sample shoes are expensive to 
make. The intricate stitching and 
fine handwork that must be done on 
a styled shoe involve high labor 
charges. But the constant demand 
for new style produces a seemingly 
endless diversity of design. To meet 












these higher costs, operations have 
been so expedited that time required 
for machine and handwork has been 
reduced and shoes ordered by a re- 
tailer can be ‘delivered’-within less 
than a month. Numerous improve- 
ments in mechanical methods and 
operating systems produce a better 
looking and better made shoe than 
at any previous time in the indus- 
try’s history and make it possible to 
sell these shoes at reasonable prices. 

The emphasis on novelties has ne- 
cessitated marked changes in mer- 
chandizing, both of the raw material 
and the finished output of the indus- 


try.” 


Real Style Is New Develop- 
ment in Men’s Shoes 
[CONTINUED FROM PAGE 59] 


leather. One model on a balloon toe 
in a medium tan shade is piped on 
vamp, tip, face, top and _ backfox 
with a darker shade of calf. One 
often sees corded or piped tips in the 
better grades; these are expected on 
the kid models, but they are now used 
on the younger men’s calf shoes with 
two close rows of fitting on the vamp 
and top as the only other decoration. 
In the $8 grade there is a trend 
toward lowering the vamp and fox- 
ing lines. This may be due to the 
fact that so much of the shoe is con- 
cealed by the wide trousers, but at 
any rate, several are cut lower than 
any shown last year. 

There has been considerable talk 
about the possibility of button ox- 
fords, and most lines have samples 
of this style. We all want men to 
own more pairs of shoes, and if this 
button oxford could be sold as a fall 
style shoe, it might be the means of 
selling extra pairs. 

In the fall we naturally expect 
grain leathers. This year the grains 
seem to be lighter in weight than 
for several years. This is a step 
in the right direction, as heavy 
grains; noticeably absent this year, 
as too heavy for shoe uppers. They 
are corn producers for the wearers, 
and help to remove the style element 
so necessary for the welfare of al! in 
the trade. Even the balloon models 
are made of lighter grains or calf, 
rather than the coarsely imprinted 
grains. 
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Dual Style Show to Be Feature 


the coming 1926 Boston Shoe 
and Leather Fair, July 6-8, the eve- 
ning runway program will stand out 


UT of the multitude of attrac- 
tions for visiting buyers at 


as one of the high- 
lights. 

While last year’s 
Style Revue was pre- 
sented from an en- 
tirely unique angle, 
and gave great sat- 
isfaction to all who 
saw it, the coming 
Revue will undoubt- 
edly be 50 per cent 
bigger and better. 
Instead of confining 
the program to a 
showing of styles, 
with the identity of 
the makers entirely 
eliminated, the 1926 
program will be a 
two-part affair. The 
first and briefest 
section, consuming 
not more than 30 
minutes, will be de- 
voted to the showing 
of “Styles for the 
Occasion,” and will 
represent the best 
thought of style ex- 
perts, as applied to 
next fall and win- 
ter’s trade. 


In this phase of 
the Style Revue both 
women’s and men’s 
wear will be correct- 
ly and officially dem- 
onstrated, and the 
details have been 
carefully studied by 
a special committee 
of style experts. The 
presentation will 
naturally be of very 
great importance to 
retail and. wholesale 
buyers. 

The second section 
of the Style Revue 
will be thrown open 
to all exhibitors in 


of Boston Fair 


Entirely New Plan Adopted by Committee 


the Fair, representing the shoe and 
leather industries, under certain reg- 
ulations, and these exhibitors will be 
represented by men and women mod- 
els, each carrying a marker designat- 


The certificate shown here was designed as a window card 
which can be used by merchants to inspire the confidence of the 
public in the styles displayed by the firm in question. It can 
be used both before and after the July show, as the reverse 
side of the card, with the exception of the wording, is a dupli- 
cate of this side. On the other side the wording has been 
changed to read: “This is to certify that } 
to send a representative to the Boston Shoe and Leather Fair 
to study the style trend for fall and winter footwear.” The 
card is buff in tone and is printed in two colors. The little 
figures at the top are in red and black—the seal is gold. 


ing the name of the manufacturer. 
Although the Revue has in this way 
been considerably expanded over that 
of 1925, the entire Revue period, 
nevertheless, will be kept within rea- 


sonable bounds. 
Moreover, the inter- 
ests of legitimate 
buyers will be cared 
for by excluding the 
general public from 
the first two Revues, 
these being admitted 
only to the last run- 
way exhibit. 


The Style Revue 
will be staged in 
Grand Hall, Mechan- 
ics’ Building, on the 
evenings of Tues- 
day, Wednesday and 
Thursday, July 6, 7 
and 8, starting at 
8.30 P.M., and there 
will be the usual 
complete arrange- 
ments for register- 
ing visiting buyers 
and providing them 
with reserved seats. 

The general Style 
Revue Committee is 
headed by Edward 
M. Rickard, of the 
Rickard Shoe Co., 
Haverhill, Mass., as 
chairman, with E. L. 
Gehrke, of Bancroft 
Walker Co., Boston, 
assistant, and the 
sub-committees are 
as follows: Women’s 
shoes — William H. 
Bresnahan, vice- 
chairman, Frank R. 
Maxwell, Charles 
MacLaughlin, Doug- 
las Armstrong and 
Albert N. Blake; 
Men’s Shoes — Paul 
O. MacBride, vice- 
chairman, James A. 
Monroe, Paul Jones, 
Charles T. Heald 
and J. P. Smith. 

While footwear 


[CONT. ON PAGE 120] 
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Shoes and the “Sesqui” 


The Palace of Agriculture, Sesquicentennial Exposition, Philadelphia, where the fashion trades exhibits will 


HILE the Sesquicentennial 
International Exposition in 
Philadelphia was formally 


opened on Memorial Day, with aus-. 


picious ceremonies in which officials 
of the city of Philadelphia, Cabinet 
Members, the Army, Navy and other 
governmental departments took part, 
the huge “fair”, arranged as a cele- 
bration of the 150th anniversary of 


John C. McKeon, president of 

the Palace of Fashion organiza- 

tion of the Sesquicentennial Ex- 
position 


be displayed 


the country’s birth, is far from 
complete. Those of the shoe trade 
who intend visiting the exposition 


Architect’s drawing of the Tower 
of Light, one of the features at 
the Sesquicentennial Exposition 


this summer,—and every shoe man 
should see it,—will do well to wait 
until July, at least. 

The part that the shoe trade will 
play in this world’s fair is still in 
a state of flux. The plans for the 
Palace of Fashion, in which the shoe 
trade was to have a conspicuous part 
along with the textile, ready-to-wear 
and allied trades, have been materi- 





A. H. Geuting, chairman of the 
N. S. R. A. Philadelphia Sesqui- 
centennial Exposition Committee 
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i TOMORROW 
Change to MEN! 


‘Summer You Can Change 


Weights”’ i 
eam ‘Summer Weight’ 
Next Saturday 


| SHOES 
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Summer-Weight Day in New 
Orleans 


“Summer-weight day,” writes Ralph P. 
Levey of Pokorny’s, New Orleans, “was 
actually put on the map last Saturday 
(May 22). The cooperation of the mer- 
chants selling the better grade footwear was 
obtained without much need of salesman- 
ship and those that did not go in on the 
full page advertisement (shown to the 
right) had copy of their own to tie up with 
the idea.” “Teaser advertising” (shown 
above) was used prior to the big page ad- 
vertisement. One of the features of the 
day was a proclamation issued by the 
mayor of the city which read as follows and 
which was published in all the New Orleans 
newspapers: 

“It has been customary in the past few 
years in the North to give special recog- 
nition in the mercantile world to what is 
now known as summer-weight shoe day—a 
custom which has not only invaded New 
Orleans, but promises to become as popular 
here as in the section where it originated. 
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For Comfort’s Sake, MEN— 


Change Today to 


“Summer-Weight” 


They make a world 
of difference on hot 
summer days 


TODAY IS “Summer-weight” SHOE DAY! 


SUMMER-WEIGHT Shoes make their entrance today~May 22nd. Have you bought yours? If not, do so now' “Summer-weight’ Shoe Day has been 
established alll over the country as the dead-line on heavy winter footwear. Men are changing thew shoes today to the lighter and more comfortable sum 
mer-weight™” shoe It has that hight, airy feeling so much deswed dunng these hot. sultry days 

We fave “STRAW HAT™ Day--now “summer-weight” Shoe Day gives you « similar service for footwear. All the new lasts, latest styles and leathers 
‘are on duplay. Shoes for every hat weather purpose are being shown Your own shoe store is co-operating 


Snappy Oxfords, Light as a Feather 


“Summer-weight”” shoes are built as light as a feather—light soles aad uppers of leather that allows foot-breathing--hall the weight and twice the combort 


GET YOUR “Summer-weight” SHOES TODAY! 


Shop Maison Blanche 
Imperial Shoe Store a 


739 Canal and Rourbon Streets Pokorny’s 


Ma & Co. 124 Se. Charles and at Canal and Carondelet 
ver lereel ¢ Walk-Over Boot Shop 


130 St. Charles Street 


138 St. Charles Street 


Crossett Shoe 


706 Canal Street 109 St Charles St 


Hanan & Son 





“In its observance the heavier, winter 


shoe is discarded for the lighter, less 
conventional and more comfortable, 
and that the change will be agree- 
able, especially to those who have en- 
joyed the luxury of a comfortable 
shoe, or suffered the agony of an 





uncomfortable one in the months of 
June, July and August need not be 
told. 

“To this end, therefore, and that 
there may be a timely observance of 


the day and the occasion, I, Arthur 
J. O’Keefe, Mayor of New Orleans, 
do hereby declare the 22nd day of 
May summer-weight shoe day, and 
bespeak for it public consideration.” 





ally changed and their final form is 
still undecided, but probably will be 
given a final approval in a week or 
two. John C. McKeon, of Laird, 
Shober & Company, and president of 
the National Boot & Shoe Manufac- 
turers Association, is president of 
the Palace of Fashion. While the 
plans for a separate building for 
housing the exhibits of the trades 
dealing with fashion have been 
abandoned, tentative plans call for 
housing these exhibits in one end of 
the huge Palace of Agriculture. | 
In addition to the shoe exhibits 
that will be displayed in this build- 
ing, a separate building is being 
erected to house a shoe factory. 
Those of the shoe trade who visit 
the exposition will be assured of a 
royal welcome to the city. A. H. 
Geuting has been appointed by 
President John Baird, as chairman 


of a special “Sesqui’’ committee, 
representing the National Shoe Re- 
tailers Association. Mr. Geuting is 
gathering a strong committee of 
Philadelphia retailers about him, 
whose duty will be to see that visit- 
ing shoe men are properly cared for 
during their visit to the exposition. 
This committee will act as a clear- 
ing house for all information per- 
taining to shoes and leather, arising 
at the exposition. 

E. L. Austin, business manager 
and controller of the exposition esti- 
mated last week that fully 30,000,000 
people will visit the exposition this 
summer. 

Philadelphia retailers naturally 
are looking forward to the exposi- 
tion as a business builder. Their 
attitude was summarized as follows 
by Mr. Geuting: 

“With 30,000,000 visitors to Phila- 


delphia bringing in an extra capital 
estimated at $1,000,000,000, we ex- 
pect to do an increased business. Of 
course a considerable portion of this 
excess capital will go to the hotels, 
restaurants, amusements of all kinds 
and for souvenirs, but among all 
these people there will be some who 
will purchase extra shoes. Feet will 
get sore tramping around the ex- 
position grounds. Then too, there 
will be many among the visitors 
from the rural sections who will take 
their visit to the exposition as an 
opportunity to purchase new and 
highly styled footwear which they 
do not ordinarily find in their own 
communities. Altogether, it looks 
as if July and August, normally dull 
shoe months in the city of Philadel- 
phia will be the best two months in 
the year for the shoe trade here.” 
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Novelty Eyelets in the Limelight 
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Novelty eyelets in bright colored metals 
or enameled to match the color of the 
leather are seen with 
quency on both men’s and women’s shoes 
of the doggy type. 
some of the types which are being sam- 
pled freely by shoe manufacturers, and at 
least some of which appear in shoes now 
in the hands of the traveling salesmen. 
There are all sorts of variations in size, 
but in the main they are circles with 
whorled treatment, oval, diamond-shaped, 
square or triangular. 


increasing fre- 


Illustrated here are 


Paris Springs (Gray- l'aupe 


sold D and E) so they must have 
lots of atmosphere to put the un- 
suspecting customer into a state of 
coma before they put the iron bound 
(at least that is what it feels like) 
shoe on the delicate footsie. 

But to illustrate the point of re- 
tailing, I have taken the interior of 
a well-known custom shop in Paris 
to head this article. It does not look 
like a shoe store, it looks like what 
it is, a salon; with wonderfully com- 
fortable davenports and real antique 
chairs. 

But to tell you as well, a little of 
the outside of the shop, the facade 
only measures 9 feet, with a center 
door and windows containing only 
a few models, which much to our 
American amusement, have not been 
changed in the past three years, so 
that’s what they think of window 
advertising in Paris. I would call 
your attention to one other thing 


Buford H. Jones Marries 


One of the most pleasant sur- 
prises that the trade has had in 
some time is the announcement of 
the marriage on Friday, May 28 of 
Mr. Buford Harlan Jones and Miss 
Betty Agnes Jones. 

Mr. Jones is one of the best 
known men of the younger genera- 
tion in the shoe industry. He is 
‘vice-president and sales manager 
for Thomson Crooker Company. 

He has served as a chairman of 
the New England Shoe and Leather 
. Style Show and Exposition for sev- 
eral years. He has the record of 


[CONTINUED FROM PAGE 45] 


here though, that the smart shops 
which have no visible signs on the 
exterior of things have attractive 
show cases in the big hotels here 
like the Ritz. These are large and 
elaborately kept, with very beautifu! 
models in them. 

Now to re-enter this shop, one 
immediately gets the idea of a very 
crowded place, with many beautiful 
shoes in a seemingly careless fash- 
ion. However, they are always 
raised from the floor, except in the 
case of two or three intriguing lit- 
tle pairs which might either have 
been walking up or down the stairs 
and had just stopped for a moment, 
an ensemble as one fashion person 
put it, so studied it was careless. 

Another amusing point, as this 
was a custom shop, there was a love- 
ly array of gay colored skins over a 
bench, to tempt the woman who buys 
for color alone. This brings up a 


attending every retail shoe conven- 
tion in the United States this year 
and to do it he is traveling almost 
perpetually to or from conventions; 
in fact, his wedding trip is across 
the continent to the California Shoe 
Retailers’ convention. The con- 
gratulations of the trade go forth 
to the happy couple. 


Tober Expanding 


Denver, Colo.—David Tober, who 
has six shoe stores here, is plan- 
ning to open another. A lease of 
the Irwin building has been se- 


point that I find women are fascin- 
ated by the look and feel of a skin, 
and, if one or two of these were used 
in window displays or on table, it 
would make her more interested in 
the “why” of shoes. Mind you, I am 
rot in any way urging custom or 
special order shoes, because though 
it is the only way that people like 
to buy anything in Paris, it would 
never do to any extent in America, 
where the ready-to-wear business 
has been brought to such an inter- 
esting place. 

Taking for instance the Hellstern 
family who have built up such a 
wonderful business here in custom 
shoes, I have heard that it is not un- 
usual for one of them to be there as 
early as six o’clock in the morning. 
This seems unheard of to Ameri- 
cans, but I suppose that if our busi- 
ness were all special orders, we 
would have to stay up all night too. 


cured. The first floor will be the 
shoe department with a seating 
capacity for 150 customers, while 
the second and third floors will be 
leased out to millinery and ready 
to wear concerns. 

The National Shoe Co. has just 
opened a new store at 1517 Curtis 
Street, featuring popular priced 
novelties. Harry.Berry is the pro- 
prietor. 

Denver’s big society event is the 
Junior League Follies. One num- 
ber calls for red shoes, so Murray 
French of The Fontius Shoe Co., 
measured them all for I. Miller pro- 
fessional stage shoes. 
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in Stop with Youth 





The Claire Oxford 


We recommend this pattern 
for early Fall selling. It 
lends itself particularly well 
to a number of different 
combinations. 























Burdett Individualized Shoes For Growing Girls 


stand “head and shoulders” above all others because we recog- 
nize that from the STYLE and FITTING standpoints this mar- 
ket offers peculiar problems. 


Has BURDETT really solved these problems? Ask any one 
of our customers! 


BURDETT SHOE COMPANY 
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To be in style, a shoe no 
longer has to depend 
entirely upon the pat- 
tern. Of equal, and often 
greater importance is the 
color and texture of the 
material from which it is 
made. 


ids aed 


Martne Tie 
Basket Grain. 
?atent Leather. Black Satin. 
Bik. Velvet, Pat. & Gold Collar. 
Patent, Pat. & Goid 


‘heaton tg heertige a! hyeabap ee wait |, 


In styling Merchants’ 
1 Shoes, I used to work 
only with the pattern 
maker and the manufac- 
turer. But now I find the 
tanner figuring on an 
equal footing in each 
styling and buying trans- 
action. 


Collar. 
Spike & Cuban 
A-B-C 


i 
; 
i 





Marine Tie 


Crocodile 
White Levor’s Grain Kid 
a Spike & Cuban 
A-B-C 


$4.00 


a oy a Bi 6 Ae Sit Kid 
Parchment id ” =o" : ; 
Black Satin. 
8 Heels 
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act MBE eR 8 a IRE AAD Men = cheb 


It pays me to keep in 
close touch with such an 
outstanding tanner as 
Carl E. Schmidt & Co. 
Not only am I among the 
first to learn of their new 
grains and colors, but 
frequently we can assist 
the manufacturer to get ff fines 
quick delivery on the Gente Eh, Allie Trin. 
leathers in popular de- Crepe Solee—B, 8%-1; C, 3-7 
mand. wy Goodyear Welt; 
Buyers of Merchants’ : are 
Shoes appreciate these 
close associations with 
styling and making 
sources. 
Yours truly, 
Geo. M. Rosen, 
Gen’! Mgr. 


POU TE pertigs e tym EE vowity |, 





Mashie 
Blond Oxford, Allig. Saddle 
“‘Barefoot”’ Sole—Goodyear 
Welt 
| B~3%-8; c—3-8 
$3.60 


Myopia j Midway 
Biend Calf, Brown Allig. Trim ' Biond Tie, Allig. Trim 
Leather Sole—8/8 Rubber Heel f Leather Sole—8/8 Rubber Heel 
Goody: t. 


Goodyear Welt. B—3%-8; C—3-8 ear Wel 
$3.60 " B—3%-8; C—3-8 
; Bas. .60 = 
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The new Green Book is 
now ready for distribu- 
tion. Contains many new 
trade helps and valuable 
merchandising sugges- 
tions. Write us if your 
copy is not received 
promptly. 











No Wonder Feet 


Get Tired / 


The most complicated and hardest worked bony struc- 
tures in the whole body are in the feet. Twenty-six bones 
with thirty-six joints in constant action whenever we take 
a step. One hundred and twenty-eight movements to each 
step or 300,000 to the mile! 


Watch a crowd carefully as they walk by a given point 
and you will see that not three out of ten walk with perfect 
ease and grace. No wonder the feet are the first care and 
worry to army surgeons and the first thing to give out 
in baseball players and other athletes. 


Feet are bound to get tired—desperately tired—in mod- 
ern stylish shoes or any shoes. Hence the constant need 
of men, women and children for the complete rest that 
only Daniel Green Comfy slippers give them. Which 
makes the Comfy market as large and widespread as human- 


ity itself. 


DANIEL GREEN FELT SHOE CO. 
General Offices 
DOLGEVILLE, NEW YORK 


Sales Offices 
10 East 43rd Street 10 High Street 189 West Madison St. 
New York City Boston, Mass. Chicago, IIl. 


Daniel Green 
Comfy Slippers 


~~ 
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Four Peppy Numbers 


RAQUEL 
3070—Parchment lizard four-eyelet tie; 
parchment kid applique, high-grade turn; 


MARILYN 

52—White kid step-in gore pump, white 
iizard collar: combination bow with metal 
buckle; high grade turn; kid lined; med. 
toe, 13/8 Cuban heel, A to C $4.56 
x552—Same with 14/8 Span, heel.. 4.50 
550—Same as 552 

goat collar 

$51—Same as 552 in all Kaffir kid. 
Combination patent and kid bow with 
metal buckle $4.50 
554—Same as 551 

bow 


3071—Same as 552 in parchment lizard 
with parchment kid applique. a4, to 
Cc 


to Bolster Up 


Summer Sales 


556—White kid three eyelet tie, high 


grade turn, 
Cuban Heel, AA 
537—Same in par 


kid trimming, A 
542—Same in 
trimming, A 


| $4.85 
at once delivery S42—Same in parchment. kid. with blonde 
oC 4.865 


lizard trimming, A to € 


Widths and Sizes 
AA—4 to 8 
A—4 to 8 
B—3 14 to 8 
C—214 to 8 
D—3 to 8 


3073—Parchment lizard one strap, parch 
mee kid trimming; high grade turn, kid 





Write for samples of our 
3069-—Same as 3073 in Russia calf with tan 
other new patterns lizard trimming, 13/8 Cuban heel. .$4.50 
3049—Sa 3073 in all 8 
In Stock Caen bet vbpyend 
3050—-Same 
heel 


SAKS SHOE CORP. 











144 Duane Street, New York 


“IF IT’S NEW, SAKS HAS IT” 
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PATENTED 
Sept. 1, 1925 — 


SAVE 


TIME AND MONEY 


CONSERVE 


SPACE AND STOCK ~ 


GAIN 


ORDERLINESS AND 
EFFICIENCY 


The Cahill Carton 








“The Carton that Opens in the Front” 


UE to the refusal of the box manufac- 
turers as a whole to make and sell 
THE CAHILL CARTON (Patented) 

or to extend any cooperation in the matter 
of filling orders already secured, we cannot 
promise any definite delivery on CAHILL 
CARTONS. 


It now appears that sufficient capital must 
be raised to organize a plant in which to 
manufacture CAHILL CARTONS. 


To effect the manufacture of approximately. 


300,000 Cahill Cartons daily for the manu- 
facturing trade selling at an average of 
$20.50 per thousand, including printing (45 
point board) and ten thousand extra-heavy 
metal-trimmed stock cartons selling at an 
average of twelve cents each, requires ap- 
proximately $50,000.00 capital. We desire 
to place all information in the hands of par- 
ties interested in entering into this organi- 
zation financially, with or without services. 
Location can be made at any advantageous 
point or points in the United States and 
Canada. The CAHILL CARTON can be sold 
at a lower price than the old style set-up 
carton, though made of finer materials—can 
be shipped in car-capacities from a very few 
centralized plants, whereas the old style car- 
ton cannot be shipped any distance whatever 
except at great expense, necessitating several 


TO THE SHOE INDUSTRY 





CAHILL CARTON COMPANY 
Hoffer Street, Harrisburg, Pa. 


‘““MORE SALES PER HOUR WITH CAHILL CARTONS”’ 


hundred local box manufacturers to take care 
of the shoe manufacturing trade—is already 
in positive demand by thousands of shoe re- 
tailers in the United States and Canada. 
Over eight hundred leading retail shoe or- 
ganizations have received samples and numer- 
ous stores have placed trial orders. Shoe 
and rubber manufacturers making over 
eight hundred thousand pairs daily are in- 
terested and experimenting, many waiting 
for special samples according to specifica- 
tions. 


This organization would be a real part of the 
SHOE INDUSTRY and working for its bene- 
fits and better service. SHOE MEN should 
be interested in investing in such an organi- 
zation. It would prove extremely profitable 
to the investor under careful, hard working 
management. All manufacturing data is now 
available and a sales organization is under 
development. To parties with sufficient capi- 
tal who would desire to have the exclusive 
right to promote this entire proposition on 
a royalty basis, or to purchase outright the 
letters Patent and Patents Pending, which in- 
cludes a decided improvement in a hosiery 
carton, every consideration will be given. 
Replies will be held strictly confidential, but 
at least one banking reference should be 
given. Address— 
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THE QUALITY SHOE MARKET OF AMERICA 


THE CAHILL SHOE COMPANY THE JULIAN & KOKENGE COMPANY 


THE STANLEY DUTTENHOFER SHOE THE ROTH SHOE MANUFACTURING CO. 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY THE KRIPPENDORF-DITTMANN COMPANY 


THE HOLTERS COMPANY THE VOLLMAN-LAWRENCE COMPANY 


THE CHARLES MEIS SHOE COMPANY THE SCHEIFFELE SHOE COMPANY 



































BOOT AND SHOE RECORDER June 5, 1928 Jw 


/ ae), 








From 20 Prices to7 . . . from 400 Styles to 220—Simpili- 
fication! 


One of the most encouraging movements in the retail shoe 
business is the tendency toward simplification in prices and 
styles. In one eastern shoe store, for instance, there were 
formerly 20 different retail prices on women’s shoes. The 
manager of the department, was unable to avoid overstocking 
in some prices and understocking in others. For, no matter 
how many prices are carried, there are always a few that at- 
tract the majority of purchasers and some that suffer from 
competition with the prices immediately below and above 
them. So this manager held a housecleaning, picked out 
seven prices that had a good appeal and would give a com- 
plete price range, and dropped the others. Now the total 
expense of the department is only 30% of net sales and the 
net profit amounts to 6% 


Dropping 180 Styles 


Another large shoe store took an even more radical step in 
the matter of simplification of styles. This store was carry- 
ing upwards of 400 style numbers with sales amounting to 
about $500,000. Here, again, there was unavoidable over- 
stocking. For, with so many styles, it was certain that some 
would fail to “catch on”—the end of the season found the de- 
partment left with many shoes in the styles that few women 
had seemed to want. Soa gradual weeding out process fol- 
lowed—styles that were slowest movers were eliminated by 
not being reordered. This department now carries 220 style 
numbers and while reducing expenses it has increased gross 
margin, rate of turnover and net profit. 


You Can’t Carry All Styles and Offer All Prices 


This wide variety of styles and prices probably resulted from 
the fact that when shoes first became “style” merchandise, 
many merchants made an effort to carry all styles and offer 
all prices. Of course, such a practice is simply out of the ques- 
tion, so, today, the practical shoe merchant is concentrating 
on styles and prices that make the greatest appeal. He sees 
to it that everything he has is good, but he doesn’t try te 
have everything. 


The Cincinnati Market—Ali the Styles and Prices You Need 


In the Cincinnati market, the retailer can choose from as 
wide a style and price range as he needs. For the low and 
medium end of his price list, Cincinnati offers smart McKays, 
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excellent in workmanship and styled to the minute. For the 
upper end, there is a wide selection of high-grade welts. Re- 
tailers and consumers alike are welcoming the welt shoe to- 
day, for the new fashion-welts are made up in patterns as 
fashionable as any seen in turn shoes. Cincinnati is also a 
center of manufacture for arch-support and other “feature” 
shoes; for “proposition” shoes; and for growing girls’ shoes 
in really grown up styles. Every shoe merchant today can 
profitably handle Cincinnati-made shoes. 


The More Balls, the Harder the Juggling 


Remember—the more balls the juggler has to juggle, the 
harder the juggler juggles! With too many prices and too 
many styles, you are buying shoes merely to suit an over- 
sized price and style range. Right now, you may have some 
prices that are not making enough sales, and some “dead” 
styles that only dynamite in the shape of a cut-price will move. 
Cutting down the number of prices and styles will cut down 
overhead, reduce stocks and increase rate of turnover. It’s 
easier to juggle seven balls than to juggle twenty—and, by 
the same reasoning, simplification makes it easier for you to 
show a good margin on the right side of the ledger when you 
balance your books for the year. 


Giving Customers an Early Start 


A goodwill idea that many shoe stores are finding well worth- 
while is the sending out of “baby cards.” First an attractive 
card, with a picture of “baby” and some appropriate sentiment, 
ismadeup. Then a card is sent to every name in the daily lists 
of births reported in the newspapers. The card invites the 
parents to come in and receive, free of charge, a pair of bootees 
or smart silk socks for the baby. 


Of course, the proud father and the happy mother appreciate 
both the card and the gift. In very many cases, the baby 
card has been the first point of contact with folks who there- 
after became regular patrons. One of the largest shoe stores 
in the country has been sending out baby cards of this sort for 
years, and is so sold on the idea that it will undoubtedly keep 
on sending them out through the years to come. 





BOOT AND SHOE RECORDER June 5, 1996 


LOST “the 


Similarity is confusing. People get lost in 
forests because the trees look alike to them. 
They get lost in cities because of the similarity 


of buildings. 


It’s the same way in buying shoes. Many are 
confused by countless similar styles. They are 
“lost,” so far as knowing the right shoes to 
buy and the right place to buy them. 


If you want to direct this “lost” trade to your 


store 
—read the next page. 
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The Quadrille 


A popular Foot Saver pattern featured in 
magazines read by women in more than 
four and a half million homes of America. 
Estimated actual readers 8 to 10 million 
monthly. 


Carried in stock—ready to ship. 
Widths AAA to D—Sizes 4 to 10. 
Model No. 383—Patent leather four strap. 
Model 384—Same as above in black kid. 
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Foot Saver Advertising is revolutionizing re- 
tail shoe selling. 























It identifies Foot Saver Shoes by name. It 
guides the “lost” shopper through the woods 
of confusing styles—makes her a regular cus- 
tomer of the Foot Saver Dealer. 
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Foot Saver advertising appears regularly 
every month in the greatest magazines for 
women. It reaches FOUR out of every SIX 
of the leading women of your community. It 
is constantly directing them to the Foot Saver 
Store, the one place where they can buy these 
famous shoes with the special in-built fea- 
tures which give ease and grace to the 
carriage. 
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This gives the Foot Saver dealer a powerful 
selling advantage. He does not depend on 
“shoppers” who are lost in the maze of count- 
less styles—but he enjoys the patronage of 
regular customers who make a beaten path to 
his door because of the merchandise he sells. 
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The Foot Saver Franchise, with this valuable 
regular-customer influence back of it, is open 
in a few territories. Write TODAY for de- 
tails of the Foot Saver opportunity. 
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THE JULIAN & KOKENGE COMPANY 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 


CINCINNATI 
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The Orlando Tie 


Made with the Arch Reliever 


shank 
stroller tan calf. 
wood covered heel. 


IRIETLITE 


FOR FASHIONABLE FEET 


‘salable to the last pair 


parchment and 
14/8 cuban, 














‘THE smartest shoe buyers of America are quickly becoming aware of the fact 
that they must meet a very active demand for fashionable shoes that offer 
additional support for the arch. 

Arch Relievers are fashioned in keeping with the changing mode. The OR- 
LANDO TIE reflects the latest development in style tendency in this class of 
shoe for summer and early fall. 

Quality materials and the finest of construction are assured. 

Arch Relievers are quick movers. Like all other Stanley Duttenhofer shoes, a 
good merchandising profit is built into them. It will pay you to take on this 
line in time to meet a good summer and early fall demand. 


THE STANLEY DUTTENHOFER SHOE CO., CINCINNATI, OHIO 


June 5, 1926 
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A Singularly 


Unique Tte 





The illustration falls far short 
of doing justice to this pattern— 
it is a real beauty! Of finest 
Parchment Kid with rich brown 
Kid trim and silk cord tie. 


No. 4039—Full Breasted Spike. 
No. 4038—Cuban Covered Heel. 


A to C—$4.50 | 
L J 




















Covered Heel 
ARCH SUPPORT 


Selling points here! A_perfect- 
fitting pattern of charming sim- 
plicity—the improved HUG-TITF. 
Arch Support, Combination Last, 
Covered Heels, Gray Kid Linings, 
splendid quality! 

CMSC-Made of course. How 

else could such value be possible? 

Fashion—Fit —Quality—Com fort 

—at $3.60! 


No. 8677—Patent Leather, Cuban. 
No. 8687—Black Kid, Cuban Heel. 


A to D—$3.60 





Ms 








CMSC-Made—all three numbers 





Mies 


HEEL neat, and 
No. 8567 
Parchment 
Calfskin 
with brown 
Kid inlays; 
Cuban cov’d 
heel— 


run in FOUR widths—A to D! $4 


; > 
( Three Shoes with but a single thought—PROFIT! 
COVERED This three-eyelet pattern is much 


favored by older women. It is quietly 
admirably pretty, too. 
8587 and 8577 are cut-out instead 
of inlaid as 8567. 


Leather Heels 


No. 8577 
BLACK 
KID 
$3.35 


No. 8587 
PATENT 
CHROME 


$3.35 














3546 


GENUINE WHITE 
KID AT $3.50 


All White Pumps with distinctive edge 
applique—a pattern that wins lasting 
popularity—a quality that thoroughly 
satisfies! 


No. 3546—Full Breasted Spike. 
No. 3545—Cuban Covered Heel. 


B to C—$3.50 











| 
| 
) 
5 


PARCHMENT 
KID TWO TONE 
TRIM 


Another out - of - the - ordinary number. 
The rich brown and blonde trimming 
over the parchment is stunning. At- 
tractively priced, too! 


No. 4138—Cuban Covered Heel 








a ae 


A to C—$3.50 





The CHARLES MEIS SHOE COMPANY 


MANUFACTUI 


CINCINNATI 


WHOLESALERS ES17 | 


CATALOG ISSUED EVERY MONTH 





A SHOE FOR EVERY SHELF IN YOUR STORE 








o— 


———— rp 
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ANSONIA 
A SMART TIE FOR FALL 


Patent Leather, with Apron of Rep- 
tile Leather. 


The Shoe of the hour unquestionably is the original inden Hiss CUE, vila geen of 


fall version of this perennial 3 Eyelet Tie. Repeile Leather. 


Mauvette Calf with Homestead 
Brown Apron. 


LIGHT WELT CONSTRUCTION 


THE CAHILL SHOE CQ. 


Designers CINCINNATI 
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DEPENDABLE 
Styles 





for early fall ! 


Here are three styles from our long and 
complete line of fine shoes for your early 


fall trade. 
KD styles never vary in their high stand- 


/ 


PATSY STRAP 


Blondine kid with match 
reptile inlaid trimming ard quality, both in shoemaking and in 


the materials used. 


The Krippendorf - Dittmann Co. 
Cincinnati, Ohio 
Style Quality Service 











4 
Wellesly Tie 
ers Isabella Pump Stroller tan calf with im- 
; ; F ported galuchat saddle and 
Russia Calf with contrasting jou 
tongue 
Od " 
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These and thirteen 


BUILD | other —- -—haaae 
FOR THE tlie styles 
FUTURE IN STOCK 

















THE VOLLMAN, LAWRENCE CO. 
CINCINNATI 


FEMININE FOOTWEAR 


combining 


STYLE with COMFORT 


AREFUL analysis has proven that in nine cases out of 
ten in ordinary shoes the arch of the foot does not 


touch the shank of the shoe. 


We have so constructed the R L C pad in Footrest Shoes 
that it must fit up to the arch and not only support the 
arch but work in harmony with the tempered steel shank, 
causing a gentle massage with every step and assuring cor- 
rect blood circulation to every part of the foot! 


The cupped heel seat of the “R L C” leather pad makes 
a soft pocket into which the heel sets, eliminating sore 
or blistered heels. 


The Combination Lasts are constructed so as to allow 
ample footspread, thus insuring the utmost comfort while 
either walking or resting. The heel seat, moreover, is nar- 
row enough to prevent slipping, assuring snug fitting 
shapely ankles. 





NOTICE 
To Whom It May Concern: 


Z We will protest against the use 
nel lai. ° ° 
re of the “Built in” Pad by any agent The R. L. C. 
The ALTHEA or agents other than those author- Soft Leather 
ized by Pad 


THE VOLLMAN LAWRENCE CO. can & 











‘‘ROOT REST”’ from the rising to the setting of the sun 


THE VOLLMAN LAWRENCE CO: 


CINCINNATI 


ALSO MANUFACTURERS OF HIGH STYLE WELTS, TURNS AND McKAYS 
*Or— —y” 
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Even if she lunches on a sandwich 


ERE are two shoes 

for which any pretty 
young “stenog”’ would 
cheerfully slice her lunch 
money. They’re made es- 
pecially for the girl who 
wants smart styles with- 
out “smart” prices. 


Heels that make a 2- 
inch heel low by compari- 
son—a fancy oxford with 
a novel two-tone effect—a 
slender pump with a strik- 
ing multi-colored saddle 
—and both as short in the 


5) 


vamp as they’re high in 
the arch. Yet all at a 
price that never makes 
any purchaser decide to 
“look somewhere else.” 


Give them what they 
want at a price they can 
pay—there you have a 
golden rule for brisk busi- 
ness and quick turnover. 
And these and other Hol- 
ters’ models fill both ends 
of the bill. Try a sample 
order today! 


THE HOLTERS COMPANY 


Branch of the United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Minneapolis Office: 7123 Boston Block 


The DUET 


A two-tone oxford, fancy as 
they make them, with an 18/8 
heel. Also in a variety of ma- 
terials. 


The SARA 


A stream-line pump with a 
multi-colored saddle. Shown 
in a variety of materials and 
colors. 18/8 heel. 
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€¢ 
Say au revoir 
but not 
good-bye” 


OU know how women “shop 
around” for shoes — how often 


the “here today and gone tomor- 
row” saying applies to their trade. 
But not if you sell them The Flex- 
ridge Shoe. When a “Flexridge” 


The heel that hugs the 
hosiery 


“Flexridge” has a pear-shaped. 
narrow-top heel that, without 
pinching, hugs the foot closely 
and refuses to slip. Sheer silk 
hosiery, freed from friction at 
the heel, just wears and wears 
and wears. Another “extra 
apple” with a real sales value. 


patron walks out of 
your store, it’s a case 
of “au revoir but not 
good-bye.” 


For here is a shoe 
that fits the foot it 
flatters—that is made 
to live in as well as to 
look at. And even 
if women asked for 
style only, they would 


find all they could desire in The 
Flexridge Shoe. 


But this shoe also remembers the 
foot. So flexible that every one of 
the 52 bones in the foot has plenty 
of room—yet it has an invisible 
shank which holds up the arch at 
the one spot where a rigid support 
is essential. 


Gentle with the foot . . . firm with 
the arch —that’s why The Flex- 
ridge Shoe makes feet walk back 
Exclusive repre- 
so write— 


for another pair. 
sentation, of course, 
now! Get the edge on competition 
that only “Flexridge” can give. 


THE DUTTENHOFER BRANCH of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 


THE 


LEX 
SHOE GE 


“Flexible where you want it—Rigid 
where you need it” 
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Children’s shoes 
—but the In-Stock Department 
is “grown up” 


ALLY WALKER 
SHOES are made 
for little girls — but 
there is nothing small 
about their In-Stock 
department. Indeed, 
few shoes for “grown- 
ups” offer you as quick an 
In-Stock service on as many 
well-styled models. When 
you want Sally Walker 
Shoes in a hurry, just send 
us a wire and we'll show you 
what real speed in making 
deliveries on children’s shoes 
is like. 


The shoes, too, keep right 
on moving after they have 
reached your store. Every 
model is trim, well-styled. 
and correctly shaped for the 


THE SCHEIFFELE 


growing foot. Their 
appearance appeals to 
every girl—their price 
appeals to every 
mother. Sturdy, too 
—with  Scheiffele 
workmanship and 
quality to stand the hard 
wear that active girls will 
give them. 


Illustrated here are two of 
our In-Stock Scheiffele mod- 
els which will give you some 
idea of the whole attractive 
line. But when you see 
these shoes “in person” and 
learn more about their In- 
Stock department, you'll 
realize how profitable a 
proposition they can be. So 
write—today. 


SHOE COMPANY 


Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 


980 Northampton St., Buffalo, N. Y. Cleveland Office: 


Chicago Office: 
1538 Union Trust Bldg. 


36 S. State St. 


No. 367 In Stock 
The Marie—A dainty patent one- 
Goodyear welt construe- strap with cleverly placed cut-outs; 
kid quarter line, 10/8 made over 604 strap last, 
Sizes 2% to 8, with rubber top piece. Sizes 2% 
$4.15 8, widths AA-D; price $3 


No. M367—As above, ex- 
cept made over 123 misses’ 
last, 6/8 heel with rubber 
top piece. Sizes 11% to 
2, widths B-D; price.$3.10 
No. C367—As above ex- 
cept with spring heel. 
Children’s sizes 8% to 11, 
widths B, C, D; price.$2.75 


No. 360 In Stock 


The Evelyn—Patent step-in pump, 
light edge, 
tion, gray 
wood covered heel. 
widths AA-C; price 


Ne. M360—This model is the ‘‘Evelyn’’ 
made over misses’ 605 last with 6/8 
heel and rubber top piece in sizes 
11% to 2, widths : 
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Shipped the day your 
order is received! 














IN BLACK KID 
No. S-417 
AAA—5-9 C—3%4-9 
AA—5-9 D—4 -9 
$340 uun_iite IN BLACK KID 
14/8 heel—Uskide rubber lift— No. S-419 
Grey kid —, AAA—5-9 C—3%-9 
ne . AA—5-9 D—4 -9 
$5.20 30 days ~ s—t0 E—4%-9 
IN BLACK PATENT Diag ee —— 
No. 8-418 13/8 heel—Wingfoot rubber lift— 
AAA—5-9 3%- Grey kid lining. 
AA—5-9 314. Extra charge for large pa 
A—4-9 - : ’ $ 
sizes a 0 
14/8 heel—Uskide rubber lift— nd BEE’s 5.20 30 days 
Grey kid lining. 


$5.20 30 days 











A Well-Balanced Stock 
for Quick Shipment” 


wad WEETEN up your stock now—with B. W. Cor- 
AH rective Straps. They’re “real ones.” June—July 
—next January—B. W. sells all the time. These shoes 
will make you lots of friends and they'll make you 


friends of ours. 


he ROTH SHOE”4a 


CINCI 


19" 








ROU 
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SAILIES 


HEN summer comes, the chic Ameri- 

can craves comfort in her footwear . . . 
yet she must have style! And satin pumps 
and slippers give her both. Discriminating 
women today insist more than ever before 
upon a higher quality satin such as Cedar 
Cliff, because it presents flawless beauty and 
long wear. Knowing this, shoe manufac- 
turers with an eye for future business—via 
the repeat order route—are using Cedar 
Cliff Satins to build a quality reputation for 
their satin shoe lines. 


THE CEDAR CLIFF SILK CO. 
251 4th Ave., New York City 


Cedar Ci SHOE SATINS 
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Did You Sell These Shoes? 


If vou DID, you are indireétly responsible for this 
mishap. You can avoid this, and similar occurrences, by 
insisting on the use of ALPHA Woop HEEt Screws 
by your manufacturer. These screws are solving this 
annoying problem for the shoe dealer. 





Tests show that wood heels attached with ALPHA 
Woop HEEL Screws are many times as strong as when 
nails are used. They hold the heel absolutely rigid, and 


Farsighted retailers forestall vain ae oy sye0° ° vs a 
vegeets be taaliag’ da She a0e of eliminate possibilities of loosening, shaking or gaping. 


ArxaWoop Hest Screws by the Protect your customer and your business — specify 


manufa&urer. An important little P 
detail that will safeguard your | ‘~PHA Woop HEEL Screws when you place your 


customer and help create goodwill. next order. 


: 
: 
} 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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SHOE TRAVELER. NEWS 


Conducted by Helen M. Haney, Associate Editor 


Working for Reduced 
Baggage Charges 

Frank J. Larkin of the Wisconsin 
Shoe Travelers Association, and 
chairman of the N. S. T. A. Trans- 
fer and Baggage Committee, has 
heard so many complaints as to the 
high rates charged by transfer com- 
panies amounting to over 40,000 
pairs of shoes, in the cases reported, 
that he has taken this matter up di- 
rect with the various transfer com- 
panies throughout the country and 
has asked the secretaries of the N. S. 
T. A. locals to do likewise. It is 
claimed that whereas the cost of 
transporting a passenger in a taxi 
from the railroad station to a hotel 
amounts to only 50 cents, the cost 
of transporting a trunk in connec- 
tion with a load of other trunks is 
$1.00. 


Ed. L. Clark, who covers the 
Middle West for F. Mayer Boot 
and Shoe Co. 


Ed. Clark with F. Mayer 


Ed. L. Clark takes care of the 
volume business for the F. Mayer 
Boot and Shoe Company of Milwau- 


kee. He covers Middle Western 
territory. “Ed” is well known in 
the trade; he represented Plant Bros. 
Shoe Co. of Manchester, N. H., for 
many years. He, like “Pete” Ware, 
whose photo we showed last week, 








understands what big buyers want 
in the way of snappy patterns. Just 
before starting on his trip, he spent 
some time at the factory completing 
the designing of a new line of turns, 
welts and Littleway process McKays 
for special selling to the volume 
trade. 


George L. Starks, who now 

covers the South for the 

W. D. Hannah Shoe Co. of 

Newburyport, Mass., and 
New York City 


George Starks with W. D. 
Hannah 


George L. Starks, who formerly 
traveled the South for the A. E. 
Little Co., recently joined the sales 
force of the W. D. Hannah Shoe Co. 
of Newburyport and New York City. 
Mr. Starks will cover his old “stamp- 
ing ground,” Dixieland. He has sold 
shoes and acted as merchandising 
counsellor to the merchants of this 
territory for many years. He is one 
of the best-known and liked travel- 
ers in the country. 

George Starks is known through- 
out the land as an exceptionally good 
style “picker.” He always has his 
ear clese to the footwear fashion 
“plate,” and then makes a “home 
run” to jump the good things into 
the works and then into his sample 
case for quick selling numbers by 
his wide circle of retail shoe mer- 
chant friends. 


Sacksteder Sells the Pieken- 
brock Line in Ohio 


Leo A. Sacksteder, who covers 
Ohio for E. B. Piekenbrock & Sons, 
is one of those high-grade retaiil- 
shoe-merchant cooperators and coun- 
sellors who has a host of friends in 
the Buckeye State, and sells “a 
wonderful lot of shoes to them,” says 
Walter C. Roose salesmanager of 
the House of Piekenbrock. “Leo A. 


Sacksteder is one of those human 
beings who really works with his 
customers and works hard enough 
with them to really convince them 
that they should confine their lines 
to certain grades and thus do away 
with odds and ends.” 

Leo is frequently called into many 
shoe stores throughout his territory 
to consult with the merchant in re- 
gard to getting a trade slogan and 
many a Saturday has he spent in 
the retail shoe stores of Ohio sell- 
ing shoes over the fitting stool. 
Especially is he interested in seeing 
to it that the Piekenbrock shoes are 
sold right. 

“The secret of Mr. Sacksteder’s 
success,” says Salesmanager Roose, 
“is that he enjoys helping his fellow 
man. He succeeded M. J. Murphy in 
this territory, whose untimely death 
occurred last July. Leo says. that 
he has four excellent “reasons” who 


Leo A. Sacksteder, who covers 
Ohio for E. B. Piekenbrock & 
Sons, Dubuque, Iowa 


have ever inspired him to make good 
selling records, namely—four young 
lady daughters—two now at college. 


Frank L. Parker, who represents 
the F. E. Adams Shoe Co. of Sea- 
brook, N. H., has moved his Chicago 
sales office from 7 West Madison 
Street to 1719 Republic Building, 
209 South State Street, Chicago. 
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Burroughs 
‘100 Portable 


Delivered in USA Adding Machine 
for Shoe Dealers 


Easy terms if desired 


Adds up to *1,000,000.00 
—Standard visible key- 
board— Right hand 
control—Slightly larger 
than a letterhead—Easily 
carried from counter 
to office, desk to desk, 
or business to home. 
Backed by Burroughs 
nation-wide service. 


In eight months, 22,326 Burroughs Portables have been sold. 
The 20,209 already delivered are giving such satisfaction 
that reorders are coming in daily. For demonstration of 
this machine call the local Burroughs office or write to— 


BURROUGHS ADDING MACHINE COMPANY 
6528 SECOND BOULEVARD DETROIT, MICHIGAN 


22.326 BURROUGHS PORTABLE ADDING MACHINES ALREADY SOLD 
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Herman L. Shaw, vice-president 
and sales manager for Dryzer & 
Rosenberg, Inc., New York City 


Shaw at Frisco Convention 


Herman L. Shaw, vice-president 
and sales manager for Dryzer & 
Rosenberg, Inc. of New York City, 
has now arrived at San Francisco, 
where he is attending the California 
Convention of June 7-9. Mr. Shaw 
stopped off to visit the trade in the 
biggest cities en route to the Coast, 
“with one of the most beautiful lines 
of women’s novelty footwear in the 
country,” he says. 


On Pacific Coast for Cahill 


Charles DeGriffith of Oakland, 
Cal., spent a week recently at the 
Cincinnati factory of The Cahill 
Shoe Co. Mr. Griffith is enthusias- 
tic over his new line. He intends to 
make this “hum” on the Pacific 
Coast, where he is well known. After 
June 15, his headquarters will be at 
the Saint Mark Hotel, San Francisco. 

Assisting Mr. Griffith is Ben. F. 
Copeland who will make his head- 
quarters at Los Angeles, Cal. Both 
Charlie and Ben will carry a full line 
of “Cahill’s Catchy Creations” in Mc- 
Kays, welts and turns. 


Billy Noll Waves American 
Flag 


Billy Noll, who for more than a 
quarter of a century has presided 
over the destinies of the Boston 
Shoe Travelers Association has good 
reason to admit that his many activi- 
ties in behalf of the boys here and 
elsewhere have won for him a world- 
wide reputation. For recently he 
received a letter from a shoe manu- 
facturer in Czecho-Slovakia, stating 
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that through a mutual friend he had 
heard of him and of the Boston Shoe 
Travelers Association, and so had 
applied to Mr. Noll for a live-wire 
salesman to sell his line in the United 
States. 

After mature deliberation, Billy 
“turned down” the application, and 
wrote to the manufacturer ‘cross 
seas that he was quite sure all of the 
shoe travelers he knew would rather 
sell shoes made in the United States 
than those made abroad, and that he 
was most decidedly of this opinion. 


Boston Hospitality 


Another communication which 
“Billy” has recently received is from 
the office of a well-known typewriter 
company extending the hospitality 
of their offices and the use of their 
typewriting machines during the 
Boston Shoe Travelers’ Association 
Outing Day, in connection with the 
Boston Shoe and Leather Fair of 
July 6-8. 


M. A. Algaze, who covers Mich- 
igan for The Diamond Shoe Co. 


Algaze Covers Michigan for 
Diamond 

M. A. Algaze, with office at 420 

Lafayette Building, Detroit, Mich., 

covers Michigan for The Diamond 


Shoe Co. 
Algaze is a young man with a 


splendid personality. He is a good 
mixer, has “lots of pep,” and is al- 
ways on the job. He has been con- 
nected with the Diamond Shoe for 
only a year, but in that short space 
of time he has learned to know the 
line well, knows the retail shoe mer- 
chants’ needs. He is still another of 
the good retail shoe merchant coun- 
sellors on the Diamond Shoe Co. 
salesforce, who claims that “Youth 
will be served,” and further says—“I 
will back my shoes against any of 
’em in the same grade.” 


Guest: “Waiter, there’s a fly in 
my ice cream.” 

Waiter: “Let him freeze and 
teach him a lesson; last night he was 
in the soup.” 
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Geissler Sold $32,000 
Worth of Shoes at 
Atlanta “‘Meet”’ 


On the return to Atlanta of G. C. 
Geissler, Southern representative 
for the Pedigo-Weber Shoe Co., he 
was interviewed concerning his 
actual volume of sales at the 1926 
Atlanta convention. Mr. Geissler 
gave a report so excellent that it is 
well worth publishing, namely: 
7272 pairs of women’s shoes, 
amounting to approximately $32,- 
000; he showed the RECORDER repre- 
sentative facts and figures to prove 
it. The biggest sale was made to a 
new Florida store, amounting to 
1440 pairs. He said that fancy tie 
effects were good sellers in parch- 
ments and whites; also that snake 
and lizard trimmed shoes have 
moved well. 


Sam Goldberg of the Lynn Ideal 
Shoe Co. and Boston Novelty Co. is 
on a Western trip, with a sample 
case “chuck full” of fall models. 


Sullivan with Boyd-Welsh 


J. L. Sullivan, formerly with 
Johansen Bros. Shoe Co., which con- 
cern he represented for a number of 
years, now represents the Boyd- 
Welsh Shoe Co. and will devote his 
time to the building of samples and 
calling on the St. Louis and Kansas 
City trade. Mr. Sullivan has had a 
thorough training in all phases of 
the shoe business and is exception- 
ally fitted to fill the position he now 
occupies. 


J. L. Sullivan, style man, and 

representative for the Boyd- 

Welsh Shoe Co. He covers the St. 
Louis and Kansas City trade 
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oye today becomes increasingly more 


formal for business and social occasions, 
and more frivolous for sport wear. 

Witness the growing popularity of the small 
derby hat, the form-fitting lines of clothing, 
the more often.seen evening tail coat; the 
bright joyous colors of sport attire. 

The same shoe that, is worn around the 
office is no longer fitting for the evening func- 
tion, nor will it feel at home around the 
Country Club. 

It is, therefore, now more important than 
ever that you be intelligently posted on the 
new styles of this season — the authentic styles 
that will sell. 
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Here are the authentic Fall styles for gentle- 
men and women! 


You will see these styles and all other worth while new 
style developmen‘s displayed in the manufacturers’ 
booths and on the style runway at the Fair. 


Can you afford not to be thereP The coupon below is 
for your convenience. 


This is the card we send you 





B70 MND 4 MEPRESDTATIVE, 


rome 


Boston Shoe and Leather Fair 


JULY SIXTH, SEVENTH AND BIOMTH 

















This is the coupon you send us 


| I will attend the Fair at.............. 


THIS 1s To CERTIFY THAT 


I will enter the Mdse. prize ——— 
ee ee smce na 


Address ............... 


Send coupons to the office 
of this magazine 
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Be sure to attend the Fair’s new feature—Style Merchandising Service. 


Authentic Fall Styles for Men 


ROM July to November it is expected that 90 

per cent of the sales will be on oxfords. November 

to December, 70 per cent will be on oxfords. In lasts, 
medium brogues, wide French and balloons will lead in 
shoes to retail at less than eight dollars. In higher grade 
shoes, medium brogue types will lead with a tendency 
toward narrower toes, including customs. 


Authentic Fall Styles for Women 


OR general use, strap effect will be the leading 

pattern with oxford effects second and gored and 

step-in effects third. Lasts will be medium to round 
toes. Eight-eight to fourteen-eight heels will prevail. 
Leathers will be used in the following order: (1) Tan 
Calf or Kid. (2) Black Calf or Kid. (3) Patent Leather. 
(4) Reptilian Leathers. (5) Suede and unfinished 
leathers. 





shades of tan will be good with light predominat- 
ing. As the season advances, darker shades are 
expected to increase in popularity. In higher 
grades, medium shades will be in greater demand 
with a strong tendency toward black. Golden 





For dress and informal wear strap effects will 
lead, oxfords will be second, higher cut gore 
effects third, and pump effect fourth. The toes 
will be medium to medium round. The pre- 








dominating heels will be 12/8 to 14/8 with many 





and medium brown will be used in the conserva- 
tive types. 

Medium weight, smooth and bordered calfskins will 
lead with a medium demand for grains. Leather heels 
are gaining in favor with rubber heels still strong. 

For informal evening wear lightweight oxfords, plain 
and tips, in medium and brogue types. Lightweight 
black leathers and shapely heels will lead. 

For formal evening wear lightweight and turn oxfords 
made from patent and lightweight calf will be the correct 
thing. The heels will be closely trimmed. The lasts will 
have a tendency toward the custom effect. 

Brogue and medium oxfords will lead forsport. Leather 
and all types of rubber soles will be good. Color com- 
binations in calf, smoked buck and grain will be good. 
Some reptile trimmings will be used. 






STYLE 


JULY 6-7-8 
BOSTON SHOE & LEATHER FAIR 






shoes carrying heels as high as 20/8. Novelty 
leathers principally in reptile effects will be most im- 
portant. Patent leather, plain or trimmed, will sell big. 
Next will come tan and brown leathers, grain and suede, 
plain or trimmed. Then will come black satin, plain and 
trimmed. Colored leathers other than tan and brown 
and black leathers, grain and suedes will also be popular. 
For evening wear, straps and pumps on the present 
type lasts will be popular. Heels running from 16/8 up 
will predominate. The following materials are listed in 
order of their sales importance: (1) Paisley brocades, 
plain or trimmed. (2) Embossed leathers in pastel 
shades. (3) Black satin, plain or trimmed. (4) White 
satin and plain or metal brocade suitable for tinting. 


(5) Silver and gold kid. (6) Silver and gold brocade. 
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ERE’S the Keds style they all 
want! Baseball, tennis, basket- 
ball, camping—for every athletic 
need the new Royal Tread is right. 


Made for bothindoor and outdoor 
wear, the Royal Tread adapts itself 
to every use. The rugged, moulded 
sole grips firmly on any playing 
surface, and the sturdy, duck up- 
pers are strong and comfortable. 
A style that appeals to everybody 
—a shoe that sells itself. 


For summer footwear profits you 
need Royal Tread Keds. Ask the 
Keds salesman to show you the new 
all-purpose Keds, the Royal Tread. 


United States Rubber Company 
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Canvas Rubber Soled Sport Shoe 
Trims Sell More Pairs 


Consumer Responds Well to Good Displays 


RACTICALLY every rubber 

shoe manufacturer has deliv- 

ered all the advance rubber 
feotwear orders which he took last 
fall. It is now a question of getting 
size-up business to complete these 
orders. The season has been a bit 
backward and there is not as much 
enthusiasm on the part of retail 
shoe merchants toward canvas foot- 
wear as if the weather were warmer. 
However, those merchants who have 
tried a special canvas rubber soled 
shoe window have had good results. 
Many of the outdoor sports can be 
played in almost any weather when 
the ground is clear of snow. There 
is more zest to play when the 
weather is cool than during the very 
warm weather. Just now, there is 
a splendid opportunity for mer- 
chants to make an appeal to the 
public through their windows by 
trims of canvas rubber soled shoes, 
surrounding the shoes with a sports 
atmosphere. 


HEN the merchant has a little 

leisure time, a visit to some of 
the sporting goods houses which 
feature footwear, to view the win- 
dows of these houses, would be pro- 
ductive, perhaps, of an extra idea. 
It will be noted that realism. is added 
to these trims by catchers’ gloves and 
masks, sport hosiery, sweaters, 
baseballs, baseball bats, tennis rac- 
quets and tennis nets. Aside from 
hosiery, it is not necessary to have 
a stock of these articles. Any of 
the big department stores or sport- 
ing goods houses would doubtless 
cooperate by loaning these articles 
for the display. 


COOPERATIVE window might 

be arranged. For instance, the 
retail shoe merchant’s sport shoes 
could be put into the dry goods 
store window with a card marked 
“Vacation Shoes by - (Name 
of retail shoe store),” and the-sport 
Sweaters, or baseball masks, or 
gloves, could be placed in the shoe 
store window with a card attached 
bearing the name of the dry goods 
store or the sporting goods house. 
Cooperative efforts always make for 


good profits. We have in mind sev- 
eral high-class apparel shops in Bos- 
ton which cooperate with high-class 
exclusive shoe stores in the featur- 
ing of footwear. If similar mer- 
chandise to that shown in the shoe 
store window has been worn by some 
professional player, or if pictures of 
the professionals or pictures of 
popular local school teams are fea- 
tured, added consumer interest is 
aroused. 


GOOD plan is to work with the 

newspapers in the promotion of 
sports. For every sport there is a 
shoe for the occasion. For instance, 
newspaper contests where cups or 
other prizes are offered for the 
biggest fish caught with rod and 
reel, with photographs of the catch, 
the name of the local fisherman, and 
other particulars of the catch, make 
attractions for a rubber fishing boot 
trim. The newspaper in which the 
merchant places his advertising will 
be quite willing to allow the use of 
these photographs, which can be 
placed in a prominent position, with 
a clipping from the newspaper tell- 
ing the story, in the shoe store win- 
dow. 


HE use of mailing lists, with 
special invitations to the young 
folks to call to see the special vaca- 


WHEN A 


A FISHERMAN 
START TO SWAP 
STORIES ...OH! 


Cartoons like this make 
more readable the pages 
of store literature or 
newspaper advertising 

shoes for - vacation 
sports, especially rubber 
boots for fishing or hunt- 

mg 


tion shoes offered, help to sell more 
pairs. A small shoe store in Brock- 
ton, Mass., recently gave a ticket to 
the movies with each pair of canvas 
rubber soled boys’ and girls’ shoes 
purchased. 


With Firestone-Apsley 


BostoN—The following seven rub- 
ber shoe salesmen cover New En- 
gland for the Firestone-Apsley 
Rubber Co., with Boston headquar- 
ters at 210 Lincoln Street: R. L. 
Moses, the. North Shore of Massa- 
chusetts; H. Smith, the South Shore 
(both of these men divide Boston 
between them). F. E. Joseph covers 
Central Massachusetts and Rhode 
Island; W. J. Zick, Maine; A. A. 
Halde, New Hampshire and North- 
ern Vermont; W. A. Brown, West- 
ern Massachusetts and Southern 
Vermont; S. A. Deitchman, Con- 
necticut. 


U. S. Rubber Has Mam- 
moth Electric Signs 


New YorK City.—The United 
States Rubber Company has erected 
two mammoth electrical signs on 
its roof at 1790 Broadway, which it 
is claimed are the largest in the 
world. One faces north and the 
other south. The dominating fea- 
ture are two huge letters—‘“U. 8S.” 
385 ft. high, with the words “Rub- 
ber Company” as a background, so 
that U. S. Rubber Company flashes 
forth most brightly in New York’s 
Great White Way. 

Underneath are the catch lines 
of “Keds,” and “Royal Cord Tires,” 
flashing alternately. The sign fac- 
ing the north is 53 ft. high and 88 
ft. long and is visible as far as 
18ist Street at the Harlem River 
Bridge, and on clear nights is visi- 
ble as far as Dyckman Street at 
the end of the Speedway Drive. 
The sign facing the south has a 
framework 49 ft. 8 in. high and 44 


ft. long. Over 5000 lamps and 8 


miles of U. S. Paracore wire are 
used in the illuminating apparatus. 
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Seasonal Gain in Retail Trade 
Big White Business Seems Assured 


NEW YORK 


Business Good 


The retail shoe trade in New 
York City is swinging into the 
month of June in a most optimistic 
frame of mind. May business was 
good, in most cases, better than in 
May of last year, and decidedly 
better than in April, although in 
April the shoe business in depart- 
ment stores in the district report- 
ing to the Federal Reserve Bank 
here showed a gain of 4.9 per cent 
in shoe sales over April, 
while sales for all departments 
taken together showed a slight de- 
cline. 

The bank reported a decline in 
wholesale sales of shoes, of 21.9 
per cent from March to April, this 
year, and of 18.8 per cent from 
April, 1925 to April, 1926. Whole- 
sale shoe stocks on hand at the end 
of April were 6.4 per cent less than 
at the end of March and 14.3 per 
cent less than at the end of April, 
1925. 

In connection with general busi- 
ness conditions, the June Survey, 
issued by the Guaranty Trust Com- 
pany here, expresses the opinion 
that while there has been a moder- 
ate recession in business lately, no 
general depression is in prospect 
and that business, as a whole, is 
more active than it was at this 
time last year. 


Season of Materials 


In women’s shoes the spring sea- 
son is turning out to be one in 
which materials are making the 
style. Dealers assert that patterns 
make little or no difference to a 
woman, so long as the shoe is of 
the material she desires. In this 
connection new materials are be- 
ing offered constantly. Saks Fifth 
Avenue has introduced afternoon 
shoes, in a rather high cut center 
tie pattern in moiré, silk, and John 
Wanamaker is exploiting colored 
flowered linen slippers. 

In addition, the reptile materials 
are still in good vogue, with no 
signs of diminution as yet. In fact, 


1925, | 


the reptiles are expected to carry 
through into the fall season. 


Patent a Leader 


For big volume selling patent 
leather is the one best bet at pres- 
ent. Patent is assuming stronger 
proportions right along and is now 
touted as a leader for fall, despite 
some efforts to reinstate satin. The 
adherents of satin, however, have 
not given up hope, and recently 
there has been sufficient satin call 
to give some encouragement. 

Whites are beginning to sell in 
reasonable volume. From current 





Stocks Size No. 10 


Women’s shoes in sizes No. 
10 are stocked by a suburban 
Boston store. They are for 
a special list of customers. 

Sizes No. 9 are carried as a 
regular stock shoe. A few 
years ago this store stocked 
sizes only up to No. 7. It 
called them big. Now, it 
commonly sells sizes No. 7, 
No. 8 and No. 9. 

On the other hand, it car- 
ries sizes down to No. 2% in 
A widths. 

The merchant thinks there 
is some truth in the common 
story that women’s feet are 
larger. 

But he also adds that shoes 
are fitted longer, and better. 











indications the white season will 
be as large as last year, if not 
larger than it was a year ago. All 
white, principally in kid, seems to 
be the choice of most women, al- 
though several stores report a good 
demand for white linen. 

The lightweight shoe for men is 
going across well, in both black and 
tan. Blond has made but little im- 
pression here, particularly in the 
higher grade lines. In the medium 
and cheaper grades, there has been 
some demand for blond shades, but 
apparently not as great as in other 
sections of the country. The pro- 
portion of black shoes for men be- 
ing sold this spring is far greater 
than usual. 


Reviews Paris Fashions 


Center tie effects, which have 
been popular here for some time 
are practically unknown in Paris, 
according to Louis W. Gordon of 
the Deauville Ornament Company 
who has just returned from an 
eight-weeks’ tour of Europe. 

“Chain straps are not to be seen 
over there at all,” continued Mr. 
Gordon, “which shows that we, in 
America, create our own styles and 
popularize them. Most of the shoes 
worn abroad are various strap ef- 
fects that never have proved to be 
popular here. One of the outstand- 
ing styles was the Deauville san- 
dal. At the races or anywhere sport 
costumes are in vogue, women wore 
shoes of this type. Panama shoes, 
decorated with hand painting also 
were popular over there. 

“The outstanding leathers that 
are being used are reptiles, in all 
colors and designs, and in conver- 
sation with many leather and shoe 
merchants, they predict a bigger 
sale of materials of this kind for 
the fall season, than ever before. 
While abroad, I have placed very 
large orders for fancy leathers of 
all kinds, leaning decidedly to rep- 
tilian effects. 

“Also, we shall from now on 
carry Deauville sandals of various 
grades together with many other 
novelties that I have been able to 
pick up that apply to shoe stores or 
shoe factories. 

“In addition to this we are bring- 
ing out a line of ladies’ bags that 
with match leathers of shoes. 


Max Wilhelm Going to Europe 


Max Wilhelm of the Novelty 
Slipper Co. in New York is due to 
sail for Europe on June 9 for a 
three months’ stay abroad. His itin- 
erary includes France, Germany, 
Austria and several other coun- 
tries. He will combine both busi- 
ness and pleasure in the trip, and 
plans to visit many of the slipper 
factories abroad with the idea of 
studying new developments, de- 
signs, etc. He will bring back with 
him many European novelties 
which will be worked into samples 
for the novelty slipper line. 
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| CINCINNATI | 


Gain in Business 

Business this past week in the 
Cincinnati district has shown a 
wholesome increase, but as yet has 
not come up to expectations. This 
is due in most part to the slightly 
cool weather still being experi- 
enced. However, the merchants 
are preparing for a bigger business 
in the near future. 





Patents and Colors 


There have been no new develop- 
ments of any kind to speak of re- 
garding the style end of the shoe 
game. Patents and colors along 
with some whites and sport shoes 
are getting the majority of the 
calls. As is to be expected, the 


reptile shoes are moving and are 
becoming more and more popular. 


Whites Selling 


“We are not selling a lot of them, 
but we are selling some whites,” 
says J. Boese, assistant manager 
of the shoe department of the 
Mabley & Carew Co. “Patents and 
colored kids are selling equally 
well. Sport shoes have begun to 
move, however, their movement is 
nothing sensational. We are 
pleased with the conditions exist- 


ing at this store but we expect 


more pleasing results a little 


later.” 


Blonds and Patents 


L. D. Hettrick, assistant manager 
of the Guilford Co., says: “We are 
selling lots of blonds. However, 
the patents are coming very strong. 
Satins at this store are dead issues. 
My personal opinion of whites is 
that they will be good in kid but 
not so good in canvas. As to the 
men’s end of the game, light tans 
are -still setting the pace with 
blonds as second choice. Blacks 
are holding their own as usual.” 

At this store it has been noticed 
that many larger sizes for women 
have been selling. Whereas in the 
past they always ordered shoes in 
sizes 3 to 7, they now order shoes 
in sizes 5 to 8. And shoes in these 
latter sizes are selling well. 


Tendency Toward Lighter Shades 


W. E. Cavanaugh, assistant man- 
ager of the Douglas Shoe Co., says, 
“There is nothing much new ex- 
cept that blonds and tan kids along 
with some featherweights are go- 
ing very good. Our business has 


increased considerably since the 
weather broke. The tendency at 
this time is toward the lighter col- 
ors. Even those men who have been 
wearing the staple colors have 
taken to the lighter ones.” 


PHILADELPHIA 


Business Improving 


The retail shoe business in Phila- 
delphia has been lagging in most 
stores this spring, but better 
weather in the last two weeks has 
given the business a certain amount 
of pep. White shoes are beginning 
to move in sizable quantities, and, 
in the opinion of most merchants 
will reach their usual volume. 
Many of them feel that the white 
season this year will even surpass 





Freedom in Footwear 


Geutings capitalized the 
opening of the Sesquicenten- 
nial opening in Philadelphia 
with the introduction of a spe- 
cial “Sesqui” shoe for men. A 
window card informed pros- 
pective purchasers that they 
should “Celebrate foot free- 
dom in this ideal last.” 





that of last year in Philadelphia, 
especially in view of the fact that 
the Sesquicentennial Exposition 
which opened here on Memorial 
Day will give the city a holiday 
spirit throughout the summer 
months. 

Men’s lightweight shoes have 
“caught on” here. They have been 
well advertised and well displayed. 
Philadelphia is a hot city in the 
summer, one of the hottest in the 
country, and the coolness of the 
lightweight shoe has made a strong 
appeal to men, although as yet, 
real hot weather has been absent. 


Hat, Shoes and Bag to Match 


Spring business in women’s 
shoes is largely divided among 
light shades in kid, reptile and rep- 
tile trimmed numbers, and patent 
leather. Patent, according to Man- 
ager Baine of the I. Miller store 
here, is the best seller at present. 

Novelty shoes are going extreme- 
ly well. Geutings are showing a 
number of Panama straw shoes 
that have attracted considerable 
attention. One of the store’s Chest- 
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nut Street windows shows a lace 
Panama shoe, with a pink binding, 
which sells for $25, a hat to match 
at the same price, and a bag, made 
of pink leather, with a Panama in- 
sert. matching the hat and shoes. 


BOSTON 


Men’s Trade 33 1/3 Per Cent Ahead 


Marcus McWeeny, buyer for the 
Kennedy Co.’s shoe department, re- 
ports that the men’s and boys’ shoe 
business at his store is 33 1/3 per 
cent ahead of that of May, 1925. 
He says that golf shoes are “going 
over big,” and also summer weight 
shoes. There are three different 
types of golf shoes, in black and 
tan with light colors, which are 
much in demand. 


F. A. Mueller Off for Europe 


F. A. Mueller, shoe buyer for 
R. H. White Co., left New York 
June 3 on the S.S. Berengaria on 
his first business trip to Europe. 
He will be away from “The Hub” 
for six weeks studying the markets 
of England, France, Austria and 
Germany. 

He says that he does not intend to 
but many shoes abroad, as it is his 
policy, and that of the firm, to place 
business as much as possible in 
America, and that whatever there is 
across in the way of beautiful shoe 
patterns may be interpreted cor- 
rectly, and to fit the American foot, 


_in the factories of the United 


States. 


Basket Weave Plaid Sandals 


At the shoe department of Jor- 
dan, Marsh Co., a basket weave 
“plaid” pattern sandal with 14/8 
Cuban -heel and buckle, on the 
Deauville style, is featured in bois 
de rose, red and white, black and 
white and chocolate brown and 
beige. 


Running Heavy on Colors 


F. A. Mueller, shoe buyer at 
R. H. White Co., stated just before 
leaving for Europe on June 8 that 
his department is selling many col- 
ored kid shoes as well as patent 
leathers. He said that this was a 
good year for the shoe business, 
because people are buying two or 
three pairs at a time—colors, as 
well as black, and he also said that 
people are willing to pay good 
prices for style footwear. 

Mr. Mueller further said that he 
is selling more high-priced shoes 
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VARIETY 


and 





No. 646—New Castle’s 625 Parchment kid 


No. 645—White kid ankle strap, French cord trimmed with Hunt-Rankin’s blonde calf 
bound, 18/8 full Louis heel, with perforated 
vamp and quarter, | Built ‘on our 52 last. 14/8 Cuban beel. joo” our 5S lest. 


It is our practice to offer from stock only those shoes which are 
meeting with the approval of volume buyers. 


In these selections we offer you the utmost VARIETY and 





No, 644—Levor’s pone grain kid, gored 
ith saddle of white opalescent patent 
— , hite grain kid, one strap, pump w 
re taal. Fancy stitch s vamp and quarter. gl = se to match, 10/8 heel. 
Built on our 54 at 3.3 $3. 


GEO. B. LEAVITT CO. vy 


FARMINGTON ,N.H. 


Women’s Shoemakers Exclusively 


for 35 Years 
Boston Orrices 163 Essex Street 


Gor Es" 
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than ever. From the very first he 
started to grade up his department 
and is continuing to do so. 

He says that he has sold many 
ties and is now about cleaned up 
on them; that he put this merchan- 
dise in early and is now going back 
to one straps, marking time, until 


he sees what is going to be the best . 


fall seller—in its relation to cos- 
tume and that is one of the ideas 
back of his European trip. 


New Steamship Service 


Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association, announces that, after 
a long period of agitation, a direct 
steamship service between Boston 
and Gulf ports has been definitely 
established. The first sailing from 
Boston will be June 15 to Texas 
City, to be followed by weekly sail- 
ings from Pier 40, Boston & Maine, 
Hoosac Docks. 


On New England Shipping Board 


At the recent annual meeting of 
the New England Shippers’ Ad- 
visory Board in Boston, Carlton R. 
Blades, traffic manager of the 
George E. Keith Co., Brockton, was 
elected a member of the Executive 
Committee from Massachusetts. 
Mr. Blades, who is chairman of the 
New England Shoe and Leather 
Association’s Traffic Council, has 
taken an active interest in the ad- 
visory board since its inception; he 
also is giving constant oversight 
to the interests of the members of 
the New England Shoe and Leather 
Association. 


CHICAGO 


Small Gain in Sales 


At no other time this year have 
the shopping crowds been as steady 
in the Loop district of Chicago as 
they have in the past week and yet 
in spite of this the general sales 
have shown only a small increase. 
Again the weather has been some- 
what against steady trade for there 
are alternating days of sunshine 
and rain and of late the rainy days 
seem to fall on those days normal- 
ly good buying days in Chicago. 


Interest in Whites 


The downtown shops report con- 
siderable interest in white foot- 
wear but not a great many sales. 
Milady seems to want to know what 
the white shoe style will be but is 
not yet ready to buy. Judging from 
the displays—white footwear will 
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generally be white — only a few 
models being shown with trimming 
and this more generally some neu- 
tral tone of tan or of some tan rep- 
tile leather. 


“Awning Cloth” Shoes 


O’Connor & Goldberg in their 
State Street store are showing some 
startling effects in what might best 
be described as “awning” cloth. 
These many and multi-colored 
fabrics make up into mighty at- 
tractive and vivid beach and sum- 
mer footwear but have little of 
stable style to warrant any healthy 
selling. 

Incidentally the O. & G. State 
Street store also is showing leather 
purses to match footwear and per- 
fume in their windows—a some- 





Molding Shoes to Fit 


This method of fitting shoes 
for hiking, tramping or like 
out of door activities, is recom- 
mended by a veteran shoe man, 
who says it was commonly 
practised in days when shoes 
were made on custom orders. 








Get shoes fitted fairly snug, 
and make sure that they are 
of firm construction. Walk in 
them the first rainy day, and 
let them get damp. They will 
take the shape of the foot and 
will be comfortable on the foot 
for as long as they are worn, 
even though the summer vaca- 
tion program calls for miles 
and miles of walking. 














what radical move in shoe mer- 
chandising practice and they re- 
port no small amount of sales in 
these items. 


Profusion of Materials 


A profusion of blond shades, in 
pump, strap and oxford greet the 
eye of the window shopper in all of 
the footwear stores, reptile trims, 
full reptile models and many of 
the new Panama cloth styles. This 
fabric, by the way, while colorful 
and perhaps cool and summery, 
hasn’t made much of an impression 
Another O and G “stunt” is the 
showing of a Panama hat in the 
exact shade as the shoes displayed 
and in this way carrying the en- 
semble idea to the buyer. 


Snakeskin Shoes and Purse 


At the new Wolack & Bauer “sa- 
lon” on Michigan Avenue some 
striking models in genuine snake- 
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skin with purse to match are shown 
in grays and browns ... a very 
effective display indeed. Another 
dainty model has a sauterne quar- 
ter and a flowered chintz patterned 
patent vamp that is striking in the 
boldness of it. Another model is a 
one-strap pattern in red boa grain 
with green leather trim and a 
leather chain strap with green pip- 
ing or edging. 


O’Connor & Goldberg Enlarge 
Madison Street Bootery 


The growth of the business of 
the Madison Street Bootery of 
O’Connor & Goldberg has necessi- 
tated enlargement and they are ac- 
quiring the store west on Madison 
Street of their present entrance 
and adding about twenty-five feet 
more frontage. The general physi- 
cal appearance of the bootery will 
not be changed and the new space 
will conform with the decoration 
of the present store. 


Plaut Moved to Houston 


J. Eagene Plaut, formerly adver- 
tising and publicity man for the I. 
Miller store in Chicago, has been 
appointed manager of the new I. 
Miller agency in the store of Dola- 
hite & Levy in Houston, Texas. Mr. 
Plaut has been a member of the 
Chicago organization for about two 
years, coming here from headquar- 
ters in New York. 


Rogers Joins J. P. Smith 


H. R. Rogers, former State Street 
buyer of women’s footwear, and 
more recently resigned from the I. 
Grossman organization, has joined 
the women’s division of the J. P. 
Smith Shoe Company of Chicago. 
Mr. Rogers wi!l cover the larger 
accounts of the Smith organization 
besides assisting in the styling of 
the Smith Smart Shoe line of 
women’s light welt footwear. 





MILWAUKEE 





Lightweights and Whites 


The tie-up between straw hat 
day in Milwaukee and the introduc- 
tion of summerweight shoes for 
men was also a signal for the ap- 
pearance of many displays of whites 
for women on Grand Avenue. Sev- 
eral of the larger stores, including 
particularly Hanan & Sons and the 
Walk-Over, gave the most prom- 
inent position in their display win- 
dows to a showing of white shoes. 
These appeared in various styles, 
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The Perfect White Kid Shoe 


~~ PERFECT IN STYLE 
~» PERFECT IN COMFORT 


The “UERNON 


A Stylish cMatrix Shoe 
qn Stock 


Og treacrivety styled in the 


mode . . . scientifically con- 
structed with moulded soles that fit 
the bottom of the foot... the 
MATRIX Vernon is a perfect exam- 
ple of fashion, comfort, salability and 
quick tumover ~ 7 wr a 


‘No other shoe can be as comfortable be- 
cause Matrix Shoes have the excluswve 
moulded sole features. 


~ 


MATRIX SHOES 


for WOMEN 
Made by E. P. REED & CO., Rochester 








New York Style Studio: 
MARBRIDGE BUILDING, BROADWAY, at 34th STREET 








Chicago Office: Philadelphia Office: 
1316 Republic Building 325 Forrest Building 
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which have proved popular in 
colored kid or patent, with a liberal 
showing of both one-straps and 
pumps. A colorful note was intro- 


duced by the Walker-Over through 
the showing of a pair of red snake- 
skin slippers in a one-strap pattern. 


Sport Shoes 


Sport shoes for golf and other 
occasions have also been of interest 
in recent displays. The majority 
are two-tone patterns similar to 
those featured last year, although 
here and there some new combina- 
tions are to be noted. The Walk- 
Over is showing sport shoes in a 
small window section, with special 
attention directed to a new style in 
smoked elk trimmed with blue or 
red, and featured by a crepe sole 
of blue or red to match the trim. 

Organization of several riding 
clubs in Milwaukee during the past 
year has created a bigger demand 
than usual for riding boots. Joseph 
Schumacher has been showing them 
in his window display, and reported 
a nice business in this direction. 
These boots are developed in 
Russia. calf, in black and tan, the 
former selling best for women, 
while tans are preferred almost 
exlusively by men. 


Business Satisfactory 


In general, business continues 
very satisfactory, although cool, 
rainy weather, which prevailed 
during the latter part of May, added 
no pep to the demand. Light 
colored kids are very big, with 
blond shades in the lead. How- 
ever, grays have been showing a 
little more strength in several 
stores, and they should hold up well 
for summer. There has been a 
fairly good call for whites on warm, 
sunny days, but the extent of white 
business done by merchants in this 
city depends entirely upon weather 
conditions, and the next two or 
three weeks will tell the tale. 

In looking ahead to the fall sea- 
son, Caspari & Virmond mention 
favorably cut-out oxfords and other 
patterns of similar character as 
well as high cut pumps. The 
former, however, are looked upon 
with special favor. Mr. Caspari 
also anticipates a very good demand 
for patents for fall business. 


To Close Saturday 


Leading Milwaukee department 
stores, including Gimbel Brothers, 
the Boston Store and Schuster’s 
Three Stores, are planning to close 
on Saturday afternoons during July 
and August, beginning after July 4, 
according to announcement by A. B. 


Caspari, chairman of the retail 
division of the Association of Com- 
merce, and all the larger down 
town stores are expected to follow 
suit. If this agreement is reached, 
it is believed that all down town 
stores of the city and many in the 
outlying districts will close. Mr. 
Caspari has appointed a committee 
of four, including Vinton M. Pace, 
of Gimbel Brothers; L. S. Mc- 
Meekin, of the Boston Store; Joseph 
A. Schumacher, shoe merchant; and 
Harry Loops, who will call on all 
shoe dealers urging them to agree 
to the Saturday afternoon closing, 
which was found very effective by 
stores which adopted the plan last 
year. 
Talks On Shoes 

John W. Schweistal, president of 

the Milwaukee Shoe Co., was the 


principal speaker at the luncheon 
meeting of the Pere-Marquette 





Separating Patent Leather 


Sides of patent leather 
sometimes get stuck together, 
for they are piled up shiny 
face to shiny face. Sometimes 
they are stuck so tight that 
two strong men cannot pull 
them apart. 

S. J. Coughlin, a leather ex- 
pert of Salem, has built a ma- 
chine that separates stuck 
sides, or “pairs” as they are 
called. This will save a lot 
of shiny leather from going to 
waste, for, of course, when 
sides are stuck together the 
leather cannot be used for 
shoes. 





council of the Knights of Columbus, 
when he talked on “The Evolution 
of the Shoe _ Industry.” Mr. 
Schweistal gave an _ interesting 
description of the development of 
shoe manufacturing from early 
days up to the present highly 
organized state. He also touched 
on the various methods of construc- 
tion and their uses. 


Business “Only Fair” 


“Leather and shoe business is 
only fair,” is the statement in a 
monthly report on local conditions 
published by the First Wisconsin 
National Bank of this city. “Shoe 
buyers, it is said, will only order 
what they can use in the immediate 
future. The business now being 
done is mostly of a filling-in char- 
acter and the taking of orders for 
fall has hardly started. 
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Leather Demand Limited 


Although local tanneries have 
been out with their fall lines for 
several weeks past, there has been 
a very limited demand for leathers 
so far, and these firms do not 
anticipate any large volume of 
business before the end of June or 
the beginning of July. 

“We have been out with our fall 
line for some time past, but we 
have had only a sampling response 
so far,” declared Edwin Gallun of 
A. F. Gallun & Sons Co., local tan- 
ners. “However, we feel that it is 
going to be a medium light season. 
Blond shades and the lighter tones 
are not through yet, but there will 
naturally be a slight trend to 
slightly darker shades for fall. We 
are calling special attention to 
Norwegian grain leather for fall, 
and, in fact, we are pushing grain 
leathers in general, especially hand 
bordered effects and things of that 
character.” 

E. G. Hanson, of the Pfister & 
Vogel Leather Co., believes that 
light colors will continue until late 
in the fall, when there may be a 
trend to darker tones. He states 
that this tannery is. still working 
on summer goods, and that it will 
be another month before the local 
trade begins thinking much about 
fall. 


Six Poisoning Cases 


During the past six months, six 
cases of shoe dye poisoning have 
been reported to the health office at 
La Crosse, Wis., according to an 
article published in the daily news- 
paper of that city by A. M. Murphy, 
health officer. The article pointed 
out the dangers of poisoning from 
dyes using aniline or nitrobenzine 
as a solvent, and said that the only 
adequate way to prevent this type 
of poisoning was to prohibit the 
sale of these dyes by either state 
or national legislation. The symp- 
toms of this poisoning were cited, 
and people were warned not to put 
on shoes that had been dyed until 
several days later. 


Retires from Business 


A. F. 8. Lyons, president, man- 
ager and superintendent of the 
Neenah Shoe Co. for nineteen years, 
and for the past three years super- 
intendent and secretary-treasurer, 
has resigned from his active super- 
vision of the factory work, and will 
devote his time to his position as 
secretary-treasurer. Mr. Lyons 
came to Neenah, Wis., from Green- 
field, Mass., and has been con- 
nected with the shoe manufacturing 
trade for fifty-two years. 
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Buy Your Insurance 





as You Buy Your 


Merchandise 


As every good merchant knows, one 
secret of success lies in buying the 
right merchandise and buying at the 
right price. 





Good insurance is just as important 
as good merchandise—in fact it’s 
more important when a fire loss 
comes—and, quality assured, it is 
equally good business to buy insur- 
ance at the right price. 


If you buy your insurance as carefully as 
you buy merchandise, investigating quality 
and cost, you will find that the Central 
Manufacturers Mutual Insurance Company 
offers the soundest kind of insurance pro- 
tection, and that, while the original premium 
rate is on a normal basis for the protection 
given, the actual cost is reduced by 30% 
through the dividends returned to the policy- 
holder. We offer the right protection at the 
right cost—with a fire prevention service 
that is unusually efficient, and a record of 
prompt payment of honest losses. 


If you wish to investi- 
gate further the advan- 
tage of Central Policies 
for you, both in quality 
and price, we will be 
glad to send you a copy 
of our 50th Anniversary 

ooklet, together with 
the name and address 
of our nearest represen- 
tative. 


of Van Wert, Ohio. 





FIRE AND AUTOMOBILE INSURANCE 
for Select Risks 











You might call it 
a Light Six— 
The New “Flivver’’ Model 


Merry-Go-Round 
Shoe Shop 


We think it is a big step forward toward meeting the 
needs of the big majority of stores. 

We know it will be a paying investment for the mer- 
chant who installs it in your locality. 

The “Flivver” Model is smaller than our original Merry- 
Go-Round Shoe Shop. You can park it in less space— 
in a 6 ft. circle, to be exact. Still there are six alluring 
animal seats for the little tots, and beside each seat there 
is room for the pleased parent to sit on the platform. 

It is a real space saver. By no other arrangement can 
you seat so many in so little space. And the floor isn’t 
cluttered up with fitting stools because the clerks can 
stand and serve the little folk on the raised platform. 
Note the foot rests. 

It is a real time saver because clerks are not in each 
other’s way and can do quicker, better work standing 
than humped up over a stool. 

Brilliantly electric lighted. Strongly constructed 
throughout. Brightly lacquered. 

The former model was priced: at $350.00. The 
“Flivver” model, on larger production, is 


$195.00 
F. O. B. Cedar Rapids. 


Have you seen the new “ZOO” Shoe Dis- 
play Stands? They’re real eye catchers. 
Write for circulars. 


Merry-Go-Round Shoe Shop 
855 S. 18th Street, East 
CEDAR RAPIDS IOWA 
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DETROIT 


Light Colors Selling 


Detroit shoe merchants report a 
continued improvement in sales, al- 
though it is often qualified with 
the remark that “business is good 
when the weather is good.” Some 
report sales for May as exceeding 
those of last year, in spite of the 
backwardness of the season. 

Light colors continue to find fa- 
voritism with the public, both in 
men’s lines and in women’s styles. 
Parchment is very popular and all 
the light colors are finding a ready 
sale. Grays that earlier in the sea- 
son appeared to drag along are 
selling very well in some stores. 
Light colors with contrasting trim- 
mings, with trimmings of reptile 
and fancy leathers are in particu- 
lar demand. 

A new development in the shoe 
business is seen in some stores 
where handbags of the same 
leathers as the shoes are being of- 
fered. The bags are of contrast- 
ing colors, the design of the trim- 
ming following that of the shoe in 
both design and color. The I. Mil- 


ler salon of Russeks and the R. H. 
Fyfe & Co: stores are featuring 


these handbags among others. 


' Whites Featured 


White shoes made their appear- 
ance on May 15 and all the down- 
town stores have displays of their 
white lines in the windows. In 
many displays a unit of the display 
was given to whites, which brings 
them more prominently to the at- 
tention than where they are inter- 
mixed with other colors. The light 
colored kids in the same displays 
overshadow the whites to some de- 
gree, even then. At the Walk-Over 
store a unit of white shoes were 
shown on a green grass mat, and 
the whites stood outwith startling 
whiteness. Owing to unfavorable 
-weather the white lines are not yet 
selling in volume, although “women 
are nibbling at whites,” as one mer- 
chant put it. 

The women’s business is in a 
more favorable position than the 
men’s, as is often the case at the 
beginning of a season. Blond calf 
oxfords are, however, bringing in 
business that would otherwise have 
come at a later date. The large 
number of small stores that have 
been opened on lower Woodward 
Avenue for the sale of the lower 
priced lines have hurt the sale of 
better grades in nearby stores, ac- 
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The Swagger Boot Shop, which recently was opened at 107 


West Seventh Street, Los Angeles. 


The permanent window 


backgrounds are gumwood. D. G. Oppenheim is president of 
the company which operates the store 


cording to some reports of the older 
established firms. 


News Notes 


S. L. Bird & Sons are the first, as 
far as we are aware, of the Detroit 
shoe stores to use the radio to ad- 
vertise their lines of footwear. 


French-Shriner & Urner, Book- 
Cadillac Hotel, featured a “Golf 
Week” May 17-22, and report favor- 
able results from the effort. 


The Nunn-Bush shoe store at 202 
State Street is selling out. 


An attractive display of light- 
weight men’s shoes was seen at 
Fyfe’s. A showcard read, “Sum- 
merweight oxfords, the connecting 
link with your straw.” Besides the 
lightweight oxfords displayed were 
two straw hats, each in a hatbox 
draped with purple silk. 





CLEVELAND 


Inclement weather during May 
has retarded sales of shoes in this 
city to a great extent, yet merchants 
in the downtown sections, by means 
of special advertising and house 
sales, have been able to attract a 
fair volume of patrons. The pro- 
prietors of shoe stores in the resi- 
dential districts of the city have 
been experiencing a fair trade, but 
it is not what it should have been 
during this season of the year. 


White Kid Featured 


The show windows of the stores 
on lower Euclid Avenue are filled 
with samples of warm weather 
shoes. 

White kid, which had quite a run 
here last year, appears to be the 
model that is being featured the 
heaviest. There are many models 
with stitching designs and gored 
effects that are reported to be at- 
tracting the most attention from 
women shoppers. A white kid with 
a black patent leather trim that is 
daintily done is selling fairly well. 
Then there are gray kid, parchment 
kid and patent leathers. The latter 
is certain to have another good run 
this summer, judging from sales 
that have been thus early. Mer- 
chants argue that there is nothing 
quite so popular and stylish as a 
white gown and black patents dur- 
ing the warm months. 


May Company’s Convention 


The annual May Co. convention 
was held in this city at the Cleve- 
land Hotel, during the last week 
of May. This convention brought 
to Cleveland buyers from every 
city in the United States, who are 
a part of the large organization 
maintained by this company. 

The buyers purchased their re- 
quirements up to fall, and sales 
representatives of houses through- 
out the United States were present. 
It was one of the largest buying 
conventions held in the United 
States. Practically every large 
shoe house in the country was 
represented in the display. 
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G e ih. AE are now in our new home and all ready to 
A AS WW! ship your orders with greater dispatch. Here 
a eo = iY 


we have better facilities to take care of the 
ever-increasing demand for 

ES  orinattics- Cpprossd “Foot-[fare" Shoes 

OUT 


Our steady growth and expansion are the deserved 
results of selling good shoes to good dealers at prices 
that bring satisfaction to the wearer and present day 
profits to the retailer. 
Come In and Pay Us a Visit 
H.MALKIN’S SONS 


NEW YORK'S CHILDREN’S SHOE HEADQUARTERS 
































I50 DUANE STREET 


Only /5 Baby Steps from West Broadway | 





| It Will Be to Your Interest | 





Imported English 
Field Boots 


IN STOCK 


These English field boots 
are full leather lined, 
with stout first quality 
double sole, and have 
that custom-made ap- 
pearance and _ distin- 


—when in New York on 
your Fall buying trip to let 
us show you some of our. 
newest imported effects for 

guished style. They are 


the coming party slipper 
easy fitting and com- 


season. fortable, and are the 

products of workmen 
having behind them the 
traditions of generations 
of fine shoe making. 


No. B-2780 
$13.00 


Brocades Leathers 
Heels Buckles 


| Jefferson Import Co., Inc. Per Pair 


Marbridge Building 
34th St. and Broadway 
New York City 





or Cap 


COLT-CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 


We carry all riding accessories, boot trees, boot hooks, boot jacks, 
non-rust spurs and chains. 
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Factories [urn to Fall Season 
New Samples Making Their Appearance 


PHILADELPHIA 


Black for Fall 


Most Philadelphia shoe factories 
are experiencing the usual between- 
seasons lull, although one or two 
report that business is exception- 
ally good at this time. Already 
fall orders are beginning to come 
in. At Laird, Schober & Company, 
fall orders are reported in fair 
quantities, with the bulk of early 
demand concentrated on patent 
leather and gun metal calf. 

Other Philadelphia factories re- 
port considerable early activity on 
patent, as well. Manufacturers 
are talking considerably about 
black satin, in view of the appar- 
ent vogue for black satin costumes 
that is expected to rule this fall. 
Whether women will wear satin 
shoes with satin costumes, or swing 
back to patent, is a moot question. 


Steady Demand for Children’s 
Shoes 


A steady demand for children’s 
shoes is reported at the J. Edwards 
& Company factory. Patent leather 
is still the leading material, al- 
though fancy leather, principally 
reptile trims are being extensively 
employed. New style numbers for 
fall are in preparation. This con- 
cern is making special shoes for 
“Sesqui-Sue,” a little girl who is to 
have a leading part in several of 
the events in connection with the 
Sesquicentennial Exposition. 


Building a Business on Extreme 
Novelties 


Extreme novelties furnish the 
basis for a rapidly expanding busi- 
ness being built by Buek & Com- 
pany, Philadelphia shoe manufac- 
turers. This concern, which 
brought out the “Sand Clog,” and 
which has originated a new varia- 
tion of this novel type of footwear, 
also is producing many other novel 
features in the footwear line. 
Among them is an oxford of awning 
cloth, in vivid stripings and varia- 
tions of the woven shoe. Another 


interesting strap model show orig- 
inated by this house has a vamp 
in which a woven square appears, 
without any insert. The weaving 
is done directly on the vamp piece. 
In one interpretation of this shoe 
the quarter was of lizard calf in 
light shade, with a tan calf vamp, 
on which the diamond woven in tan 
and lizard calf is used as a decora- 


tion. The company also has devel- 
oped a new process in the manu- 
facture of woven sandals, which 
permits the making of the shoe 
along the same line as that used in 
producing a regular turn shoe. 


LYNN 





Fall Models Shown 


Fall models are coming along. 
Yet there is to come a lot of follow- 
up orders on summer novelties. 
Business in July and August 
should be fairly good, for many 
stores have a way of putting in a 
new style week by week, and a great 
many women have a way of chang- 


ing styles occasion by occasion. All 
of this should increase sales during 
mid-summer. 

On fall models, 
points are noted: 

Russia calf shoes, already sell- 
ing for summer, are featured in 
fall samples. 

Suedes are booked for a return 
engagement by some very good 
style makers. Some of them will be 
trimmed with high lustre reptiles 
to get color contrast. 

Black is the dark horse. Patents 
are always good. Black kids, 
trimmed with shiny black reptile 
grains, like lizard, are recom- 
mended for comfort as well as style. 
One firm advertises that “blacks 
make the feet look smaller,” a point 
of no small importance, since com- 
mon report is that feet of women 
are larger, or, at least, are fitted 
with longer shoes. 

Oxfords are favorites in fall 
models of street and service shoes. 
Pumps, in straps and _ throat 
trimmed models, are in dress and 
street shoes. 


13/8 Heels On Street Styles 


Oxfords, for informal afternoon 
dress or street wear, will carry 
medium low heels of wood. One 
estimate is that 70 or 80 per cent 
of Lynn’s street shoes will have 
heels 13/8 high. Heels for dress 
shoes will be from 16/8 to 22/8 
high. 

Some designers think that toes 
will be a trifle longer and rounder, 
to provide more toe room, for it is 
a common report that the wearing 
of shoes with. too short vamps and 
too high heels has harmed feet. 

Sidewalls of shoes, whether of 
oxfords or pump styles, will be 
higher, and a contrast with the dip- 
sided pumps of spring and open 
shanks of summer. Besides, vamps 
and quarters will be overlaid or in- 
laid, and filled-in designs will 
supersede cut outs. 


Electrified Shoemaking 


Mitchell-Welch Co. have an elec- 
trified factory, and so well is it 
working that production of shoes 
in it has been incréased to 1080 
pairs a day, all novelties, wood .- 
heeled, French corded, and with the 
newest touches of style. 


[CONTINUED ON PAGE 115] , 
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Tanners of Quality Calf Leathers for Over 50 Years 


CALF VERSATILITY 


For generations we have been leaders in 
Grain Calf developments, and we view 
with pride our rise to pre-eminence in the 
production of Calf and Fancy Leathers. 
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For example, we make: 


Smooth Calf Boarded Calf Colored Calf 
Colored Suede Calf Fancy Calf Leathers 
White Calf Metal Fantasies in Calf White Suede Calf 
Sports Calf Leathers 


<= 


2S) 


=X 





o<: 


Hundreds of Calf Leathers to Choose From 


Barnet Leather (0. tn. 


Tanners of “LITTLE Fauxs” Leathers and “LORRAINE” Leathers 


360 Mapison Avenuz, New York City 


Tanneries: LittLe Fatis, ACew York 
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Boston Distributors 
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Distributing Agents 
SAN FRANCISCO 
MILWAUKEE Barnet Leatuer Co., inc. 
CINCINNATI OF MASS. 
ST. LOUIS 
ROCHESTER 
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98-100 South Street 
Boston, Mass. 


3 FSSsié 


2 


(ae case et Oc): 


When writing to advertisers please mention Boot ann SHor Reconper 





ale: 


> 


a 


a=) 
oa a 


XEN 


x 


sex 


oS 


ex 


3x8 


(65) <<eneaS< 


EX 


cee 


> 


<i 


“ta 


= 


2 ESS 


we 


ica Be ireaLs TTP 
= es MERE PANTIE - 


LE E COMPANY | km 
a " 
SENER AL MERCH Woon 


DOLORES. coro. 


Kelly ee , 7eten, 
Siang se Minnego 


? in Which 


lly for the goog Work of 
@ man 


never syne With a 


used every con. 
oF you Sent us, 

Starti ing out With $2435 the firgt day of the Sale, $1475 the secona Ay and 

$984 the th Was a & Tainy sa Saturday) we t up in ¢ Tine © for the 

@nce of t the ¢ first ten — of the Bale or & heavy and Continued Tain 
and snow storm Struck us Which made the Toads Practically 7 impassad)e 


© has total 
sale startea a We 


better than $14 *700. Dur 
consummates” & deal th ano 
Over our Stock of farm 
ree etinatoly 
bal 


another merchant 
implemen amounting to 
, Middle e Same dealer took 
the ance a ng 2 we 
aracting to od ding 
making » total of ai 
We have tos aatod $4 »400 in in cash on our acc counts and have Qumber of thea. 
into no ®» Partly with Securit ty, that we Te considereg doubt 
We sti) have on hand in the Reighbo 
We figure we have done 


ee of $4 
Temrkably we 


#900 worth Of goods 
All of this 


has been made Possible 
hae aaztative and we ve ae 
M doing for rus. We 
an ones 4 $1,819 a ch we 
We believe t wag 
8cCount wag 
debtor Paid a 


* 8 that 


@ work he 
SWCess to Pal eeting 
7 red very doubtfy} 
of his ° sone and sti 
was collec receuse at all, of 
neighboring merc 
nty, 
At any tine that we can say a mes And 7OU we hope you Will feel fre, to Montezuma pene 
“pon Us ant you are at Liberty © this letter 4; any Way you may , Colorado, in ted has 
res is situa € 
Very Sincerely Yours, tes Be ee 
fe) ’ 
THE HARRIS BRomEs MERCANTILE Company oe Sh ap 
square miles. 


Sec'y-treas, , N° LF, 


le fe of Your 
. ms are the Li 
= Seon one ot hag lama 
































pawn ea Hy 
. KMOW A. 


5 
WiL LKIN: iS SALE: 


e ~ OT, - 


neem | 








SINCE back in war days of ’18, H. B. Wilkins, 
Port Arthur, Ont., has been a Kelly client. Of 
course each of his five Kelly drives has been 


“completely successful. 


Through times that were good and times that 
were not so good Kelly Service has given The 
Wilkins Store consistently good, productive 
campaigns. 

This same high grade service is assured to 
you. All information is free and confidential. 
Secure it through the coupon below—just a 
momeat’s time and these plans are yours. 

















The T. K. Kelly Sales System, 
Minneapolis, Minnesota. 


Gentlemen: 


Kindly forward your special sale plans for profitably increasing business. 
I understand your plans will multiply my business from five to ten times and 
are confidential and free of charge. 


My stock inventories $ 


My business since Jan. Ist Totals $ 
Signed without obligation 


Firm name 


Individuals name and position 


Address Town State 
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' Even wax pots, for lubricating 
and irons for finishing 
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" ghoes, are heated by electricity. All 
© the machines are driven by motors. 


Steam power is of another age, in 
so far as Mitchell-Welch Co. is 
concerned. 


Summer Resort Oxfords 


Lynn is making summer resort 
oxfords of blond calf with reptile 
trims, squarish toes, 10/8 heels, 
covered with reptile leather to 
match the trim. 

These shoes are in popular price 
lines, are intended for the multi- 
tude of young women who go to the 
summer resorts, like Coney Island 
near New York, or Revere Beach 
near Boston. 


Jesse Brown to Start New Factory 


Jesse P. Brown and others have 
formed the Brown-Perkins Shoe 
Co., Inc., with a capital of $50,000. 
The new firm will make novelty 
McKays in the Brown factories on 
Canal Street, Salem. Mr. Brown 
was formerly with J. Brown & Sons. 





CINCINNATI 


Trade Increasing 


No new or striking developments 
have appeared on the horizon of 
the wholesale end of the shoe busi- 
ness in Cincinnati. The same gen- 
eral line of shoes are selling as 
were being sold in previous weeks. 
Business has, on the other hand, 
shown a progressive increase and 
all factories are doing a good vol- 
ume of trade. 

A. Levy, vice-president of the 
Charles Meis Shoe Co., says, “Or- 
ders are very heavy. We are sell- 
ing parchments, patents with rep- 
tile and fancy trimmings and grays. 
The grays have taken quite a spurt 
for the better. Whites at this time 
are selling very good. Reptile sam- 
ples were just distributed and it is 
quite surprising to see how active 
our business is in this line. We 
have been having a little demand 
for sport shoes and a fair number 
have been sold.” 


Ties Big Sellers 


At the Roth Shoe Manufacturing 
Co. whites are all through, ties are 
the biggest sellers. Light shades of 
tan, gold and brown kid along with 
scroll or tar trimmed in the lighter 
shades also are big sellers. 

This firm has just recently put on 
@ new salesman in the person of 
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J. S. Gorman. Mr. Gorman is to 
cover Iowa, Missouri, Nebraska and 
Kansas. He was formerly with the 
P. Sullivan Co. of this city. 

A. B. Clarke, style man and New 
York City representative for this 
concern, was in the factory for a 
week recently assisting in the build- 
ing of a new line. 


P. Sullivan Company Reorganized 


Plans for the complete reorgani- 
zation of the P. Sullivan Company, 
were consummated last week. The 
name has been changed to The P. 
Sullivan Shoe Company. The new 
officers are: R. Frank Dohoney, 
president; Arthur Christopher, first 
vice-president; Clay M. Herring, 
second vice-president; William Sul- 
livan, treasurer, and Arthur Sulli- 
van, secretary. These along with 
John Sullivan, former president, 
will constitute the board of direc- 
tors. 

Frank Dohoney is a well-seasoned 
shoeman. He was for many years 
connected with the Irving Drew 
Company of Portsmouth, Ohio. 
During the past three or four years 
he has been connected with the 
Alms & Doepke Co., one of Cincin- 
nati’s large department stores, act- 
ing in the capacity of vice-presi- 
dent in charge of the wholesale end 
of the business. Mr. Dohoney’s 
many friends in the trade will learn 
with pleasure of his return to the 
industry. He will be in active 
charge of the sales and style ends 
of the business. 

Arthur Christopher will have 
charge of production and buying. 

The organization has been fur- 
ther strengthened by the addition of 
F. Van Gorder, special style man 
from Brooklyn. 

No changes have been made in 
the sales force. All of the regular 
Sullivan roadmen will be in their 
territories with the new line by the 
latter part of June. Eight new lasts 
have been adopted. The factory 
has been completely overhauled; all 
equipment put in first class condi- 
tion. 

The new company will make a 
full line of high grade welts and 
McKays. The Sullivan company is 
the oldest shoe manufacturing con- 
cern in Cincinnati, having been or- 
ganized originally by Patrick Sul- 
livan back in 1871. 


Big Gain for Stanley Duttenhofer 
Co. 

Stanley Duttenhofer, president of 
The Stanley Duttenhofer Shoe Co., 
announces that May 1 brought to a 
close the second year of his busi- 
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ness, and that the records show that 
he made a gain in sales of 88 per 
cent over the first year. Stanley 
Duttenhofer is one of the youngest 
manufacturers in the industry, 
therefore his success is looked upon 
with more than usual interest. His 
factory, at present, is operating at 
normal capacity. 
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Between Seasons 


Brockton just now is experienc- 
ing an in-between season. Most of 
the factories are running under cur- 
tailed schedules with the exception 
of those concerns whose in-stock de- 
partments are feeling the press of 
call for lightweight shoes. Parcel 
post business in this line of foot- 
wear has shown a marked improve- 
ment during the past week, but the 
call is a steady one rather than in 
heavy volume. In the factories now 
making the cheaper grade of shoe 
—and there now are more than a 
dozen who are doing big production 
in this line—the work has fallen 
off almost 30 per cent. Further de- 
mands for blond calfs for men indi- 
cates that the line still holds popu- 
larity. In women’s lines oxfords 
or “oxfads,” as one local concern 
calls them, are being produced on 
demand orders, with combinations 
including reptile skins the more 
popular. Movement of whites con- 
tinues brisk in milady’s lines, while 
sports for men are receiving good 
call. 

Further progress is being made 
by designers on fall goods. Suédes 
for women will be exploited by at 
least two Brockton concerns, al- 
though colored kid of the softer 
tones will be featured with cutouts. 
Fancy buckles and ornaments of 
real artistry will be used for trim. 
Cutouts will be offered, although 
not with such daring areas as now 
are the case. One manufacturer 
says: “Women have fallen hard 
for reptile skins used in combina- 
tion with other leathers. I feel that 
shoes made out of anything that 
crawls will continue to go big. 
We’re going to try it, anyway.” 


Conrad Closes Marlboro Plant 


The Conrad Shoe Co., which has 
been making its so-called cheaper 
shoe in the Ross Shoe Co. plant in 
Marlboro, has closed the Marlboro 
factory and this week started mak- 
ing all those shoes at its Campello 
plant. The output of the Marlboro 
plant, 80 dozen a day, will be made 
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of stovekeeping’is past 


How many of us realize the tremendous stride from. the traditional “store- 
keeping” of a few years ago to the creative merchandising of today? The 
change is revolutionary—from hit-and-miss methods based on guesses to 
merchandising policies founded on facts. 


What has brought about this change? Ever-increasing competition, and 
with it another powerful force, defined by Mr. Albert Stein, president of 


Stein & Co., manufacturers of Paris Garters, as follows: 


“I doubt whether the average 
merchant is conscious of what in- 
fluences have caused him to grow 
from ‘store-keeping’ to ‘mer- 
chandising’. An unbiased, frank 
analysis will prove I am quite 
sure, that the trade papers have 
been the greatest single factor in 
this change. 

“The retailer who reads and 
studies his trade papers does not 
need to indulge in more or less 
costly selling experiences any 
longer. The failure and success 
of others and the experiences of 
others, under almost every con- 
ceivable condition, are to be 
found in trade papers. In these 
publications, market conditions 
are given; style changes are 
written about; future possibilities 


dwelt upon; selling conditions 
are analyzed in a comprehen- 
sible and practical way. 


“In the advertising pages, manu- 
facturers and wholesalers bid for 
trade by illustrating and giving 
the selling points of their goods. 
No one who is familiar with the 
modern trade papers can ignore 
the fact that the advertising they 
contain is highly educative, too. 


“In short, that trade paper de- 
livered to your door is nothing 
less than a volume of reliable 
market, retail and manufactur- 
ing news for your considera- 
tion. It is of as much value to 
you as you make of it. If you 
need advice and help, you 
need your trade papers!” 


The best of these trade papers are members of the A. B. P. Inc., and are 


pledged to consider, first of all, the interests of the subscriber and to publish 
only those advertisements which conform to modern business integrity. 


The Boot and Shoe Recorder is a member of The A. B. P. 


When writing to advertisers please mention Boot anv SHor Recorver 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 








e An Association of none but qualified publications reaching 56 
fields of trade and industry. 
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here, giving employment to 150 ad- 
ditional hands. The company ex- 
pects to reach 160 dozen produc- 
tion in ten days. 


Sullivan Joins French 


John H. Sullivan, who has been 
associated with the Williams, Knee- 
land Co. of South Braintree for sev- 
eral years, has joined the J. E. 
French Shoe Co. of Rockland, 
where he will serve as sales man- 
ager. M. J. Collins, who formerly 
was associated with the M. A. Pack- 
ard Co., has been obtained to cover 
New England territory. 


Fall Samples Coming Through 


Brooklyn shoe manufacturers are 
looking forward to a good fall busi- 
ness. The spring run is finished 
and while a few white shoes are 
still going through the factories, 
production is at ebb tide. Fall 
samples are coming through now 
and there is a definite noticeable 
trend to the new styles. In the 
main, fall samples are more along 
the lines of closed up models, with 
few or no cut outs, and decorations 
that give the effect of height across 
the instep. This seems to be the 
effect that is aimed at in most 
samples. 

The early models are produced 
mainly in patent leather, brown and 
black kid, and brown and black 
ooze. Reptilian leathers are still 
being used extensively, but more in 
the form of trimmings on shoes of 
other materials. 

Practically all manufacturers in 
Brooklyn are agreed that oxfords 
will play a larger part in fall sell- 
ing than they have for several sea- 
sons past. And the oxfords will 
not all be of the fancy type, either. 
Some fairly good orders have been 
placed for plain tailored oxfords for 
early fall delivery. 





BROOKLYN 





Miller Buying Convention 


The I. Miller & Sons factory this 
week presented a rather busy ap- 
pearance with some 80 odd buyers, 
customers of the firm, gathered in 
the show rooms for an initial in- 
spection of the new fall lines. No 
regular program for this buying 
convention was arranged, but there 
were several talks on style trends 
and analyses of general business 
conditions to enable the Miller 
agents to plan their fall purchases 
intelligently. 
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Brown Shoe Co. Opens New Plant at Vincennes, Ind. 
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The Vincennes, Ind., plant of the 
Brown Shoe Company was opened 
May 27 with an elaborate celebra- 
tion in which the citizens of that 
town participated as well as a num- 
ber of executives from Brown Shoe 
Company and Central Shoe Com- 
pany, who made the trip from St. 
Louis in a special car. This delega- 
tion was headed by John A. Bush, 
president of the company. The Bal- 
timore & Ohio Railroad was repre- 
sented with a number of high 0j- 
cials, including H. B. Voorhees, 
general manager. 

The factory of the company is one 
of the most complete and efficient 
of its kind and unusual care was 
exercised in the plans, taking every 
precaution possible for the safety 
of the employees. It is well lighted 
and located on one of the most at- 
tractive spots in Vincennes, near 
the railroad station. It is three 
stories high, 250 ft. long and 45 ft. 
wide. The heating and cooling sys- 
tems are of the very latest types, 
affording comfort on the coldest as 
well as the warmest days. Circu- 
lating ice water is piped through- 
out the building and fountain wash 
basins, new type of sanitary effi- 
ciency, are conveniently located in 
the plant. 

The factory started operations 
Tuesday, June 1, and the production 
will be increased until the capacity 
of 6000 pairs per day is reached. 
When this has been accomplished 
the plant will have approximately 
500 employees. 

A band concert in the afternoon, 
moving pictures and a dance in the 
evening was the program of events 
for the townspeople. A banquet 
was given at 6.30 o’clock in the 
Y. M. C. A., honoring the Brown 





Shoe Company officials. Three hun- 
dred and fifty people sat down to a 
dinner prepared by the ladies of 
the town and served by a number 
of high school girls. Mayor Claude 
E. Gregg, one of the men instru- 
mental in having the plant located 
here, acted as toastmaster. 

John A. Bush, president of the 
Brown Shoe Company, with E. R. 
McCarthy, vice-president in charge 
of construction of the factory, T. 
Frank James, sales manager, and 
W E. Tarlton, secretary, were the 
principal speakers for the visiting 
shoemen. A. G. White, advertising 
manager of the company, cooper- 
ated with the citizens’ committee 
in making it one of the most out- 
standing events Vincennes has 
celebrated in a long while. 

The officials of the two shoe com- 
panies who made the trip in a spe- 
cial car are: 

J. A. Bush, president, Brown Shoe 
Co.; E. R. McCarthy, vice-president, 
Brown Shoe Co.; P. O. O’Brien, vice- 
president, Brown Shoe Co.; F. T. 
James, vice-president, Brown Shoe 
Co.; W. E. Tarlton, secretary, 
Brown Shoe Co. and general mana- 
ger of Central Shoe Co.; E. F. Shaw, 
director, Brown Shoe Co.; C. L. 
Drake, sales manager, Central Shoe 
Co.; W. A. Menke, advertising man- 
ager, Central Shoe Co.; W. L. Min- 
ier, purchasing agent, Brown Shoe 
Co.; E. L. Boneau, credit man, 
Brown Shoe Co.; William Kant, gen- 
eral factory superintendent, Brown 
Shoe Co.; George Coslow, factory 
manager, Brown Shoe Co., and A. G. 
White, advertising manager, Brown 
Shoe Co. 
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Quick Style Turns 


A large measure of the local in- 
dustry’s. success of the season just 
closed is accredited to its ability 
to make quick style turnovers. The , 
industry is: primarily of small 
units, capable of quick adjustment J HAND TAILORED 
to changing conditions. These : HAND LASTED 
: small units are able to make much ata 
A. PACKARD CO. Makers *~ quicker adjustments to meet the ‘BIon F REYNotDs Cow, 

continually changing demands of 


the shoe trade th the 1 - 
NETTLETON blishments, The ability of the | STOCK DEPT.5 


tablishments. 
Shoes of Worth small plants to meet these condi- SNAPPY SNAPPY 
ACTION! STYLES! 


A. E. NETTLETON CO. tions has been conceded not only edimeana 
locally, but generally throughout ee ee C0) 














B. W. COOK, President 
Syracuse, N. Y., U. S. A. the trade. THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 


MEN’S FINE SHOES EXCLUSIVELY 











Industry Specializing 


That the Haverhill industry is 
. : HENRY LILLY CO. 
becoming more and more highly - 4 Y 


specialized is evident from the 
many changes in industrial organi- AUCTION —e SALES 
o 


zation during the recent seasons. 
Shoe plants formerly operating SHOES and RUBBERS 
their own box factories and wood Every Wednesday and Friday 
heel factories are found abandon- 
ing these branch activities and re- 
stricting themselves solely to the 
making of shoes. The new system 
is admitted much preferable, in- 
creasing efficiency, working out 
factory economies, besides releas- 
ing for shoe making large floor 
areas formerly required by these 
€\ branch lines of production. Under 
the new arrangement the allied in- i atined 
BOSTONIANG dustries, such as the box, wood Cocker” That 
Famous Shoes for Men. heel, counter, and other component Takes and Re- 
parts of the shoe industry are re- tains a Polish 


Commonweatth Suoe & Leatuer Co. “te , 
ceiving new stimulus. REES 
Wuirman, MASS. sinned pues & § OOK CO. Mass 


= Dobbins’ New Factory Opened 


Carried Stock The George W. Dobbins factory 
“Che vé at Plaistow, N. H., was opened with Colored 
11 South Street . 
an a a real New England housewarming Chr 
Wednesday evening, May 26. The ome 


op 
Go > hoe CO-OPERATIVE townspeople, numbering 600, joined Sides 


COMPANY with the members of the firm, su- 
FOR MEN Brockien"Mass.| pervisors and employees in official- | Seess & Cobb, Inc., Boston, Mass. 


ly opening the plant. The inspec- 
, tion and opening exercises were = = 
— Joward § “——~|_ ‘followed by dancing. est Virginia 
sine Fibre Board 
White and Colors Scientifically manufactured to an exact 


BROCKTON, MASS Large quantities of white and Re a d~ mcronl 


Address all communications to the factory colored kid continue to be cut in WestVirginia Pulp &PaperCompans 
local factories. Whites are mov- ascts Now York 

ing well despite the backward sea- 
son. Patents are showing up in | pw emen, Svece, 
quantity and will hold their usual + Ww: ONG. Donald, Vioe-Pros 
front place on fall styles. Sales- F. E. JONES Co. 
— in many instances are at the FANCY COLORS 
factories looking over the fall sam- 

ples and conferring with manufac- M A T K I D 


turers and factory designers. 6S SOUTH STREET BOSTON, MASS. 
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Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Broo rechive, 5 Ewe 
New York Office, Reem “1116, 132 B'way. 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

$24.00 per doz. and Up. 
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DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St, 











EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 

Request 


140-142 way yeueeewv 
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A — Hike—On Water 


Under the aus- 
pices of the maga- 
zine Physical Cul- 

| ture, a remarkable 

' endurance test of 

' considerable inter- 

| est to retail shoe 

' merchants is be- 

/ ing undertaken. 

s The test involves 

") walking from Chi- 

* cago to New York 

in an elapsed time 

not to exceed 30 

days and without 

food or drink 

other than water. 

The sole entrant is 

George H. John- 

George H. Johnston ton a nationally 

known athlete and Marathoner. Mr. 

Johnston, who started his long hike 

of nearly 1000 miles on June 1, is 

wearing a pair of shoes made by the 

Goodwill Shoe Co. of Holliston, 

Mass. The shoes have Goodyear 

“Wingfoot” rubber heels, England- 

Walton Co. “Watershed” oak soles 

and Soo tannery uppers. All along 

the route merchants are being urged 

to tie up with the newspaper pub- 

licity which is inevitable. The 

Goodwill Shoe Co. is offering adver- 

tising material in the shape of win- 

dow cards and newspaper electros. 

Mr. Johnston’s route list reads as 
follows: 





BALLET SLI! :ERS—IN STOCK 


of the unusual 
Style B102 Bik. Glazed 
Kid, Soft Tee 


te ti 
Stone” Tye ay ie 
te 6—! 45 
SCHWAR' 4 (=. Ine. 
pecialist - et Manufacture 
241 No. 11th Street - Philadelphia, Pa 








Surah 
SALLETS 
HARD AND 
SOFT TOES 
IN 


STOCK WM. 


Send for SUMNER 
Price List SMITH 


325 W. Monroe St., Chicago, Ill. 











IN STOCK 
SLACK BALLET SLIPPE k - 











Date 


Tuesday, June 1 
Wednesday. June 2 
Thursday, Sune 3 
Friday, June 4 
Saturday, June 5 
Sunday, June 6 
Monday, June 7 
Tuesday, June 8 
Wednesday, June 9 


Start 
Guicegy 


Michigan City, Ind. 
come e.- Ind. 
rt, Ind. 
fiooaet, Ind. 
Waterloo, Ind. 
Bryan, Ohio 
Wauseon, Ohio 








Thursday, June 10 Toledo, Ohio 
Friday, J Fremont, Ohio 
s Clarksfield, Ohio 
Sunday, 3 Medina, Ohio 
Monday, June 14 Kent. Ohio 
Tuesday, June 15 Salem, Ohio 
Wednesday, June 16 Beaver Falls, Pa. 
Thursday, June 17 One Day Sto: » Over in 
Frida , June 18 Pittsburgh, 
Satur June 19 Greensburg, Pa. 
Sening, "\ene 20 
Monday, June 21 
Tuesday, June 22 
Wednesday, June 23 Chambersburg, Pa. 
Thursday, June 24 New Oxford, Pa. 
Friday, June 25 Lancaster, Pa. 
Saturday, Fone 26 Coatesville, Pa. 
Sunday, June 27 One Day Stop Over in 
Monday, June 28 Philadelphia, Pa. 
Tuesday, June 29 Trenton, N. J. 
Wednesday, June 30 New Brunswick, N. J. 





Harrisburg, Pa. 


W. P. Blunt Ill 


William P. Blunt, one of the 
partners of the Givren-Blunt Shoe 
Co. of this city, is seriously ill at 
his home suffering from an abdom- 
inal ailment. Mr. Blunt, who has 
been in the best of health, was 
stricken during the week. Reports 
from the home are that he is show- 
ing slight improvement. 


“ELAM” 
Flexible Turn Shoes 


Fer the Jobbing Trade Exclusivety 


F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y 
Boston Office, 183 Essex Street 











{oo “Sion” 
WILL BUILD A BIGGER, 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS 
Write for Agency Plan 
Dr A Posner, SHoes, luc. 40 WEST AROA PI AES Yorn 














ATLANTIC 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 

















1 WOMEN’S NOVELTY FOOZWEAR " 
“| Fashion novelties to retail at $4.00 and 

“ $5.00. Profitable sellers. Send for sam- ££ 
] ples at our expense; no obligation to buy. | 
= SAMUEL COHEN SHOE CoO. x 
¥ 72-82 Lincoln St. Boston, 





CEON WEIC™ 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 





CO 


[ y —- —, 
“ie mark of ™ 


good shoe buckles 
ever since 1905 


L. ALTERSON ¢ MOORS Ccxis 


162 Ww 54¢ xy . New York City ie 6 








shoe patterns 


FOR MEN’S FINE SHOES 
ARLE SHOE PATTERN CO. 
BROCKTON, MASS. 


Se MAIN ST., 











Do You Know? 


That you can buy or sell it through 
the There te Bay” columns. This 
feature in its quick service is a time 
saver in Pedy wom immediate needs. 
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Dual Style Show to Be Feature 


[CONTINUED FROM PAGE 65] 


exhibits will constitute the founda- 
tion of the exposition itself, and will 
be displayed in both halls of Mechan- 
ics’ Building, the background of 
leather exhibits will be most impor- 
tant from the viewpoint of the re- 
tailer and wholesaler. This is the 
“color era” in leathers, as everybody 
knows, and there will be widespread 
interest on the part of shoe buyers 
in the wonderful and varied assort- 
ment of leathers, staple, colored and 
reptile, to be seen in this great clear- 
ing-house of the shoe and leather in- 
dustry. New lines of leather that 
are not yet known to the trade will 
be on display. 

To make the layout complete and 
100 per cent educational, there will 
be on the lower floor of the exposition 
building a most interesting and in- 
structive series of working exhibits, 
illustrating various phases of the al- 
lied industries. This is always one 
of the magnetic attractions of the 
Fair. 

Elaborate plans for. entertaining 
the expected host of visitors are be- 
ing perfected under the direction of 
the Hospitality Committee, of which 
Thomas A. Delany, secretary of the 
National Shoe Travelers’ Associa- 
tion, Boston, is the energetic chair- 
man. The chief hospitality feature 
will be a repetition of last year’s 
highly successful harbor trip, for 
which a. special and commodious 
steamer has been chartered. This 
outing, which will be marked by in- 
teresting music and other features, 
will take place late on the afternoon 
of Thursday, July 8, and all who in- 
tend to come to the Fair are urged 
to arrange their plans so as to par- 
ticipate in it. 

No feature of the three days is go- 


Changes at Emerson Plant 


An important meeting of the di- 
rectors and stockholders of the re- 
organized Emerson Shoe Co. of 
Rockland, was held late last week 
at which a rearrangement of the 
personnel was effected to take care 
of the departure of Herbert T. 
Drake, resigned vice-president, who 
June 1 assumed the superinten- 
dency of the W. L. Douglas Shoe Co. 
Charles Brandman, president of the 
company, formerly of the E. T. 
Wright Shoe Co., who has been at 
New York headquarters, will now 


ing to help the participating retailer 
more than the series of merchandis- 
ing conferences to be held during the 
forenoons of the Fair period, and the 
details of which are given in the 
current advertisements of the Fair 
in the trade press. The complete 
program for this will be issued 
shortly, and this part of the Fair 
will have the official support of the 
Massachusetts Retail Shoe Mer- 
chants’ Association. Already the 
committee has received from many 
retailers the filled-out coupons that 
are being carried as a part of the 
trade paper advertising. It is evi- 
dent that there is widespread inter- 
est in the committee’s offer of silver 
cups and other prizes for the best 
window displays and newspaper and 
direct mail campaigns. 

Every retailer has been sent an 
official invitation to visit the Fair 
signed by President Everett Bradley 
and Secretary Thomas F. Anderson, 
these attractively printed documents 
being made out in the form of cer- 
tificates setting forth that the recipi- 
ent is to be present or send 4 repre- 
sentative to the Fair, “to study the 
Style trend of fall and winter foot- 
wear.” On the reverse side the visi- 
tor will certify that he had attended 
the Fair “and made a careful study 
of the Style trend of fall and winter 
footwear, so as to be better able to 
serve our customers during the com- 
ing months.” 

Under the auspices of the Hospi- 
tality Committee, there is to be a 
pre-exposition luncheon get-together 
of exhibitors and members of the 
Hospitality Committee (principally 
New England traveling shoe sales- 
men), on Wednesday, June 16. 


locate at the Rockland factory. 
Harry E. Litchfield of Whitman, 
connected with the plant for sev- 
eral years, will have entire charge 
of production. Fred E. Drake will 
supervise quality of production and 
sole leather purchase, and William 
Hesselton will direct cutting and 
purchase upper leather. 

Edward Freedman of New York, 
treasurer of the company, was in 
attendance at the meeting and al- 
nounced that the company now has 
on hand more orders than at any 
time since the reorganization was 
effected. 
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Sherwood’s ‘*Tudor” and “Gem” 
Dainty Tie and Waist Line Gore for Smart Dressers 


Patterns lend themselves to beautiful com- 
binations of Patents—or Colors, with the 
favored Reptilian trim. Medium and round 
toes, 12 to 20/8 heels. 

Made with the Sherwood Shank. 

Dr. Darling Corrective features may be 
added. 


“Buy Sherwoods and Stick to Them” 


“TUDOR” 


SHERWOOD SHOE CO. 
ROCHESTER, N. Y. 


CHICAGO PHILADELPHIA 
Mr. Le Pine, 1618 Republic Bidg. Mr. Schoell, 119 So. 4th St. 


OAKLAND, CAL. * LOS ANGELES, CAL 
Mr. Kushins, care Roos Bros. R. L. Wall, Lankershim Hotel 


: KONESE AONE FL By SOKO DC CEP SFE OIE 





$$ 





that will interest A White Kid Dressing 
every visitor to You Can Guarantee 


NEW YORK INDERELLA Kid White 


earns “repeat sales” and 
creates satisfied customers. You 
can guarantee with perfect cer- 
tainty that it will clean quickly, 
leave a high finish and, above 
= te arene oe ae all, will never turn yellow. Used 
isaac moderate prices. by 165 shoe factories. 
% It will pay you to investigate— 


A= to New York does not mean big expenses 
—if you stop at the popular Hotel Martinique. 


In the very centre of business activity, the Mar- 
tinique offers clean, cheerful accommodation to the 
discriminating traveler who wants comfort and con- 
venience without extravagance. 


e 4 i sy and we'll bree oe the opportunity ; 

+p pyica to prove these facts to you. 

ei” A. E. Singleton CINDERELLA 
fe: ae Shoe Dressings 


HOTEL Be 
MARTINIQUE Constantly Build Good Will 


Affiliated with Hotel McAlpin Everett & Barron Co. 
BROADWA Y—32nd to 33rd STREETS Providence Rhode Island 
NEW YORK CITY 











When writing to advertisers please mention Boot anp SHoz RecorpEeR 
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STITCHDOWNS, 
PLUG OXFORDS 
and 
SANDALS 


Tan with Halesole 
Bottoms 


Halesole Looks Like Leather; Wears Twice as 
Long and Will Not Mar Floors 
SANDALS 
5 ~ $0.90 to 


8% 1.00 BY to 11 
11% 1.10 11% to 2 


PLUG OXFORD CREPE RUBBER SOLE 
5 to J 114% to 
8, 1.60 24% to 4 
In view of the low price quoted for the qualities offered, 
only case lot (36 pair) orders will be accepted. 


IN STOCK 


Rhinestone Trimmed 
Pump Straps 


PsP ATN PAE “NaS GPE ATES 
LOWER PRICES. 
Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 


§ “4rlington Operated” 


HOTEL ANSONIA 


Broadway, 73rd to 74th Streets, New York City 


12 minutes from Penn. and Grand Central Stations 
5 minutes to Theatres and Shopping District 


1260 ROOMS 


(All Outside) 


New York’s most com- 
plete hotel. Everything 
for comfort and con- 
venience of our guests, 


Two Restaurants 
Open from 6.30 A. M. 
until midnight 
Music - - ancing 
2 Radio Orchestras 
Ladies Turkish Bath 
Beauty Parlor 
Drug Store 
Barber Shop 
Stock Brokers Office 
All in the Ansonia 
Hotel 


TRANSIENT RATES 
300 Rooms and Bath.....2s-+sseee¢ «-83.50 per day 
Large double Rooms, twin beds, Bath.$6.00 per day 
Parlor Bedroom & Bath (2 persons)..$7.00 per day 
Special Weekly and Monthly ager 


A restful hotel—away from all the noise and “dirt” of “Roaring 
Forties.”’ No coal ons our steam at ow ty al = oil fuel. Coolest 


in New 


The ANSONIA 


In | Conpunetien with the Hotels Colonial, 
son, Rich d & Cosmopolitan 


“Arlington Operated” 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 
a | of growing a -— = tf 
A good volume of business can ventilated shoe, the Burkley Venti- 
be easily developed on my bou- lated Foot Developer is unexcelled. 
doirs. A little experience with ae SSS Ses eee Me 
them will prove their attractive- _ Mak tock of 
ness to your trade. I’ve been at p> — A An on 
this business for years, making at Ge cuddling peer 

a quality line all the VENTILATIONS coder today. ‘ 

PATENT! 

time, and I find they — Phone Brockton 2133 
for immediate action. 


ive the utmost satis- 
action to wearers. 
BURKLEY 
SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 














AW: GreEELEY. 
— wa i rF4iLl aw 





New Forrest Hotel Brooks’ ToE SLIPPERS 


49th Street Just West of Broadway TOE SLIPPERS 
New York BOX TOES 


The latest addition to New York’s new hotels, in th oe enue 4 
e la addition to New York’s new hotels, in the Ww 2 8 $2.80 
heart of the theatre and business district and within easy er tie ot S i 
access to all transportation lines. Child’s 6 to 11 

The Forrest offers beautifully furnished and sunny No. 608 
rooms; circulating ice water; restaurant at moderate PINK SATIN 


prices. Women’s 2% to 8 $3.40 
Misses’ 11% to2 3.35 


300 rooms (each with bath and shower) $5 UPWARDS Child’s 6 to 11 


Booklet with map sent upon request e ad 
BROOK'S 


a 2 
WM MANN, Manager. 8 9 ROR VER y G ie = 
eT 2 ; 1725~35 No.6%Street Philadelphia, 
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Additional 
Capital 
Wanted 


A New England ftirm 
manufacturing women’s 
seasonable-novelty foot- 
wear, with excellent 
reputation and financial 
standing, desires to lo- 
cate near the center of 
its distribution, the 
Middle W est or South. 

The firm has been 
manufacturing twenty: 
five years. The grade of 
shoes made retail at 
$4.00 and $5.00. 

An additional reason 
for the change is that it 
feels that labor condi- 
tions will be more favor- 
able in the new location. 

Three hundred thou- 
sand ($300,000) dollars 
in eight (8) per cent pre- 
ferred stock, par value 
one hundred ($100) dol- 
lars, will be issued— 

ice ninety {$90} dol- 

redeemable at one 

hundred ten ($110) dol- 
lars. 

The company is of- 
ficered by experienced 
shoe men of high stand- 
ing and good ability. 

The stock offered will 
stand rigid investigation. 

DIRECT ALL INQUIRIES TO 
Cc. R. W., Suite 605 
307 No. Michigan Blvd. 
Chicago 
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HERE is a real opening just around the 

corner for you provided you have the in- 
itiative, the ambition and the desire to set 
out for yourself and grapple with the respon- 
sibilities of a genuine OPPORTUNITY! 


The J. C. Penney Company Nation-Wide 
Chain of Department Stores is interested in 
Salesmen under 35 years of age who want 
responsibility because they have the alert- 
ness and the ability to make good use of it. 


You Can Be a Partner 


in this great chain store system. The plan is based 
upon the advancement of the individual associates. 
From Salesman to Partnership is merely a matter of 
being able to successfully assume greater responsibility. 

When you demonstrate managerial ability the 
Company loans you money to acquire a third interest 
in a new Store you will open. While you are repaying 
this loan out of the net profits of your Store, you also 
are training other Salesmen who will open additional 
Stores in each of which you will have a third interest. 
Genuine INDEPENDENCE! 

The sales of the Company, in 1925, were 
$91,062,616.17. Founded in 1902, it now operates 676 
Stores in 44 States. New Stores are being opened 
constantly and 


More Salesmen Are Wanted! 


The men we are looking for are 20 to 35 years of age 
and now employed in general or small department stores 
handling dry goods, clothing, furnishings and shoes for men, 
women and children. Selling experience in at least one of these 
lines is essential. They are wide-awake, ambitious to advance, 
have initiative, ability, capacity, and an immense stock of 
energy. 


If You Are That Type 


of aggressive salesman, write or call at our nearest 
Employment Office for booklet, “The Next Ten Years.” 
It explains in detail how you share in what you per- 
sonally create as an Associate of this Company. 


EMPLOYMENT DEPARTMENT 


J (I A NATION-WIDE 
e 


INSTITUTION: 
330 W. 34th St. 1205 Olive St. 


enney 0. 


enney’ STORES 
CJ CJ 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


a eet Se scctleel Be Bons. and See 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 


insertion will be put over to the following week’s issue. 


POSITIONS WANTED When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 


LINES WANTED vertisers desire replies forwarded direct to their address, 


4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. each word of their 


ALL OTHERS vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
ALL DISPLAY SPACE advertisers, as amounts are too small to open accounts. 


Ze per word. Minimum Charge $1.25 





Five dollars per inch. Allow 45 words to an inch 


address must be counted in the ad- 




















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 











GENUINE CALF SALESMEN WANTED 
SKIN SHOES ou te Geer selon 


priced snappy novelties. Carried 

$3.50 less 5% discount. in stock. Strictly commission 
In Other Words—$3.32 44—Net. basis. Labonte. mn be 
a producer. tates open—Ken- 
Seite ee, Te Ly Fa oe tucky, W. Virginia, Illinois, Neva- 
Carl sone da, Arizona, New Mexico, Utah, 
_— North and South Dakota, Minne- 


band’ 16 iron Bend Soles, cut from the sota, Iowa, Georgia. 

og ame ‘5 vs fibre Ay tough- 

es nned iy m ican Armour 

and Mooney. Full Grain, Genuine Calf Sfbven, 0-108, Gee Naot at 
nd Lining. Our South St., Boston, Mass. 











ry 4 We want 2 young men—each in - 
a rate territory—who could ‘‘cash in” th 


shoe salesman. A few unfilled territories, the right line of ne ey novelty 


COBLE SHOE COMPANY 
Humboldt, Tennessee 


if you have the ability to become 











ANTED—Wide awake salesmen wi' 
“SLIPPERS” Real Proposition Wiished trade to sell our line of 
We are manufacturing “Kozy Komforts,” the women’s and children’s sg pared ri wh 
most line of slippers in Leathers, and Flexible Welts in Kentucky, Tennessee, 
oolskins, Sa Weekes. Teng ae Sige Re Hlincée, 
isconsin, inneso 
a side ling pro ngs OR braska, North Dakota, 2 south Dakota, Montana, 
details at once ‘omfort Shee Mfg. ra Idaho, Wyoming, Colorado, Utah, Nevada, New 
1701 Richard &t., Keiwaukes W M rizona, California, Oregon and Wash- 
ington. A manufacturer’s in-stock position 
that goes big here in the East. Li com- 
mission. Non-conflicting side line or whole 
time. Give full information as to qualifications 








and empeviones in your first letter. Lines now 
ready. A. W. Smith Shoe Company, No. 111 
Beach St., Boston, Mass. 


WANTED WANTED —Salesmen with established shoe 

trade in Kentucky, Middle and West Tennes- 

Sal ed f Mi fee. Vireinte, West Ee ia’and Mi Carolina, , South 
ma = arolina, rr abama an ississippi to se’ 
esman ‘want wri — the “KINDER-GARTEN” na ly advertised 

sota, North and South Dakota line of Misses’, Child’s and Infant’s Flexible 
and Wisconsin Man with Stitchdowns as a side line. Manufacturer’s in- 


: Gi full . stock proposition. Gam shipmen: 
- commission. 
ae nage tee ve i ive references. Address C183, care 





Write full particulars first 
letter and 


lars in first letter. Boot and Shoe Recorder, 207 South St.,’ Bos- 
ton, Mass. 


Thomson-Crooker Shoe Co. HOSIERY Sal for of open 
18 Station St. gar: hs Sm of f ten pate — 

ass and men’s, popularly pri ‘or volume 

Demian; trade. No objection to non- aemgeing line. 

Write giving present territory and all necessary 
details to C-149, care Boot and Shoe Recorder, 





h 











Ngo ata ~Saportneed shoe salesman to 
of a a line a “adie misses’, children’s, boys’ 
and littl gents’ medi - 
Carry as & side line ‘on, commission | es oon 


32 


239 West 39th St., 9th floor, New York, N. Y. 
McKay’ sh | eligi gm omagh hg EAE may ane 

ori c es 
jum priced Mc shoes. oO! fray or fn comnee 





shoe manufacturer 


s 


part of U.S.A. Must furnish best 


A by letter, an an my and ~ ref 
references. 4 er, cre giving age “and en = ave 3 es, 207 Sock . 
-332 N. Jefferson St., eae Pa, Boston, Aang 





SALESMEN WANTED 


to sell fast selling, popular priced 
women’s novelty shoes on the floor com- 
mission basis. All territory open. Can 
be carried as side line. 

Scissors-Marks Shoe Co., 1327 
Washington Ave., St. Louis, Mo. 





VIRGINIA, West Virginia, Washington, 
Maryland, Pennsylvania, ey | Jerr, New 
England States, Washington +» Oregon, 
Colorado, Kansas, Wisconsin, nL ithignae Stitch- 
down shoes factory with a complete line of 
children’s, men’s, boys’ and ladies’ shoes, 60 
numbers, to sell to department and retail shoe 
stores. Wanted residential salesmen with es- 
tablished trade to take as side line. References 
past and present. Address C-148, care Boot 
and Shoe Recorder, 239 West 39th St., 9th 
floor, New York, N. Y. 





WANTED. salesman for lowest priced ladies’ 
comfy ribbon trimmed slippers. Five per 
cent commission basis. Good opr tunity for 
live wire. Grand Slipper Co., Prince St., 
New York, N. Y. 


LINE WANTED 











RAS and well established sales firm in 

Louis, Mo., wants to make connection 
for A Middle West with manufacturer of shoe 
| supplies. Address C-137, care Boot 
and Shoe Recorder, 207 South Street, Boston, 





WANTED—A good line of women’s snappy 
McKay shoes to retail at from $6 to $9 
pent s Se whole of Canada. Thoroughly experi- 

ced; can furnish the best of references. Ad- 
dren C-135, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





YOUNG man 32 years old, retiring from re- 
tail business where he has been part owner 
and has had full charge of all executive busi- 
ness, wants good strong factory line for middle 
west or mountain states. Experienced in Men’s, 
Women’s and Children’s shoes and fully capable 
of handling better lines. College education, 
successful business. experience and a_ hustler. 
Have car and am financially responsible. For 
references and other information, write, C-154, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





RESIDENT SALESMAN | desires line of 
women’s novelties in widths to retail at 
$3.00 to $6.00 for Pittsburgh and pusveunding 
towns. Address C-150, care Boot and 

Recorder, Room 616, Perry Bldg., 1530 Chet 
nut St., ’Philadelphia, 
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FOR RENT 


FOR RENT 


WANTED TO PURCHASE 











district. 





Unusually Desirable Office and Salesroom for Rent 


Centrally located in middle of New York City shoe 
Light, commodious rooms, where one line 
or two non-competing lines could be displayed. 


C-144, Care Boot and Shoe Recorder, 239 West 39th St., 9th Floor, 
New York, N. Y. 





Sell Us Your Left Over 


New Yorx Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














FOR RENT—Space in popular priced Ready- 
to-Wear Store, Pittsfield, Mass., for the sale 
of Women’s Shoes. Permanent window display 
10% of sales, with a minimum guarantee of 
$125.00 a month. Immediate possession. If 
interested, write Box No. C-156, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








BUYER WANTED 








Shoe Buyer Wanted 


Gentleman with broad experience and 
knowledge of fine shoes in ladies’ and 
children’s lines. From a live department 

















HELP WANTED 


WANTED—Head of stock and assistant to 
buyer in basement shoe department. Must 
be well experienced shoe salesman. Good 
salary and permanent position. Pfeifer 
Brothers, Little Rock, Ark. 








WO young men to learn fitting orthopedic 

shoes. Write stating your qualifications and 
lines of shoes you have hand ddress C- 
147, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








BUSINESS OPPORTUNITY 


AN exceptional chance is offered to one de- 
siring to engage in the Shoe Store & Boot 
Black Supply Business in this city. I will 
sell my Stock and Fixtures for $2,000 cash. 
ill health being my reason for selling. H. 
—_ ca 806% I. St., N. W., Washing- 
ton, . U. 











FOR SALE 


FOR SALE—Fixtures and stock consistin 
* of men’s, women’s and children’s shoes whi 
inventory about $9,000. Excellent location in 
a good city of 60,000 population in southern 
Michigan. Address C-160, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











POSITION WANTED 


SHOE BUYER, 33 yore of age, 15 years in 
the shoe business, has been through all its 
branches, such as: retail clerk, store ennee, 
window displayman. Then i B lyn- 
made ladies’ turns for 4 years. style 
man, at present buyer for a chain store outfit, 
selling men’s and women’s shoes, and if you 
are looking for a real shoe man whose y 
income has been $10,000 and over, who can be 
had at once, ite to C-145, care Boot and 
Shoe Recorder, 239 West 39th St., 9th Floor, 
New York, N. Y. 











MANUFACTURERS WANTED 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. tities 
no object. Retail or whol 
term leases taken off your 
Wire or one us. Correspondence 
confiden Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 08653 














MANUFACTURER WANTED 





: has been favorably commented 
nters’ Ink.”” Young, energetic, re- 
Will start for moderate remunera- 


tion where real op unity exists. Address 
C-155, ¢/e Boot and Shoe Recorder . , 207 Seuth 
Street, Boston, Mass. 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 
We will send a repre- 
investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Ine. 

891 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 




















Attention! 
Shoe Manufacturers! 


The greatest opportunity ever presented 
for an all-year-round, steady and lively 
outlet for shoes at prices 
orthopedic line pertaining to correction of 
large joints, bunions and ailments of a 
similar nature. 


Three years in business has proven that 
we have one of the best shoe selling 
propositions ever brought to the public, 
and every indication points to establish- 
ing national distribution. 


We have the endorsement of leading sur- 
geon foot-specialists, who are prescrib- 
ing our shoes, both for private patients 
and in the leadi hospitals in New York 
City. Investigation invited. 


We have made comparatively little effort, 
as our business has grown on its own sub- 
stantial merits, and while we are making 
satisfactory headway, we are convinced 
; therefore 
giad to give full details to 

legitimate inquirers. 


Address by letter, C-152, care Boot 
and Shoe rder, ° th 
Street, 9th Floor, New York, N. Y. 





MISCELLANEOUS 











Imported Cut Steel 


Buckles | 


Always IN-STOCK for Your 
Immediate Needs 
Price $1.00 to $5.00 per pair, also ex- 
clusive designs up to $20. 
Sample assortment and prices gladly 
sent on request. 

SPECIAL NUMBERS OFFERED FOR 
“SALES PURPOSES.” 
Waverly Shoe Trimming Co., Inc. 
151 Vanderbilt Avenue, Brooklyn, N. Y. 




















MISCELLANEOUS 








Hotel Halcyon 
Miami, Florida 
Open All the Year 
einai tele alt Eidiaans 
Section 


Rates $2.00 to $6.00 Per Day 


Per Person 


Sample Rooms 
Arthur H. Mould, Mgr. 
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PRETTY 
87 East 28th Street 





Fans—For Stimulating Your Summer Business 


These Fans assorted in 7 designs, Eeegerted in 5 colors. Has your 
“AD” on back, which WILL B SEEN THOUSANDS. 

Send for descriptive circular and prices of quantities. 

“Cain a Lap on Your Competitor” 


SOUVENIR ADVERTISING COMPANY 











New York Oity, N. Y. 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 

























Made in all styles 
to suit any shelving 
condition. 

| Get our prices before 
placing your order 


2416 No. 10th Street 
ST. LOUIS, MO. 








—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE Co. 
47 West 34th St., New York 


“Largest Importers 
Nowelty Leathers” 
























Qioe (CARTON 


abels 


We design hate! print most 








of those used by the ShoeTrad« 
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OFFICES ano PLANT: BROCKTON MAS 











ATTRACTIVE 
SHOE CARTONS 





for the exclusive skoe trade 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 





5008 Cane 7 Se SIVElS 
ioe ON 8 ; et | 
ao & LABELS EX . 
G$- 27% LEXINGTON AVE 
BROORKRLYN ANY 
@ 4 4 < 7 yn ME 








Complete set of samples m request, 
without aia. 


LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-SOW 34TH ST. NLY.C 
Phone WISCONSIN 8130 















“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Beg. U. 8 
Pat. Of. 








nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

\ Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 
Boston, Mass. tel W. Lake St. 


d 
2 
4 
‘s 
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Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder 


can serve you. Write 
us your problems. 








A SHOE STORE NECESSITY 


“V ARNUM” 
(Trade Mark Reg. U. 8. Pat. Of.) 


SIZE STICK 
The Most Popular Stick 
Used Today 
WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 


7 










1 English 

j Measures 

al Three Styles 1-2-3 
HO> RETAIL SHOE 
] No. 3 

F $1.50 Each 
E “Vernum” Stee Sticks 






ana 


| 





To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. ‘Sim. 
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SOMETHING 


588 Howard Avenue 





Beaded and Braided Pump Holders—Many Styles 
ASK YOUR SHOB SUPPLY DEALER FOR PRICES AND 
SAMPLES OR HAVE HIM GET THEM FOR YOU 


SUPERIOR SHOE ORNAMENT WORKS 


NEW 


Brooklyn, N. Y. 











Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Onnen Co 


tiw. FOURTH $V. 
CIN CINNAT?, O 


feral atures or Show Cones 





STABLISHED 1880 








ROCHESTER 


Business Satisfactory 


Local merchants report a very 
satisfactory business during the 
week preceding Memorial Day. With 
much more favorable weather dur- 
ing the week the long looked for 
spurt in business was a reality and 
a very satisfactory week’s business 
was enjoyed by local shoe stores. 

The women’s business which has 
been fairly satisfactory during the 
month of May, picked up material- 
ly during the week and there was 
a marked increase in the sale of 
colored kid footwear. Patterns in 
snakeskin and patents, especially 
straps and step-in pumps, are much 
in demand, although there are fre- 
quent calls for all types of pat- 
terns. The men’s business, which 
has been extremely slow, picked up 
materially, and local merchants re- 
port that the men’s shoe business 


WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks 
of shoes or other merchandise. Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 

















during the week has equalled the 
pre-Easter business in most stores, 
and in several of the high grade 
exclusive men’s shops they report 
sales well ahead of last year. 


Association Holds Enthusiastic 
Meeting 


The May meeting of the Roches- 
ter Retail Shoe Dealers’ Associa- 
tion was held at the Chamber of 
Commerce on Thursday evening, 
May 27, and the largest crowd of 
the year attended to hear E. P. Gos- 
ling, advertising manager of the 
Rochester Times-Union who spoke 
on “The Importance of Background 
for Business Success.” 

Fred L. Myers, president of the 
association, presided and led the 
round table discussion after the 
meeting. 


Pidgeon’s Staff Holds Get-Together 


William Pidgeon, Jr. entertained 
the members of his retail store 
staff at-a dinner at the Powers Ho- 
tel on Thursday evening, June 3. 
Harry Goodwin, advertising agent 
who handles the store’s advertis- 
ing, spoke on the plans for increas- 
ing sales and instructed the clerks 
on how they could best take advan- 
tage of the advertising so as to in- 
crease their individual sales. 

Following the dinner the meet- 
ing adjourned to the store where a 
discussion of new lasts, styles and 
patterns was held, and each indi- 
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127 


vidual member of the store’s staff 
was asked to suggest methods for 
increasing sales. 


John Walker Sails for Europe 


John Walker, president of Wm. 
H. Walker & Co., wholesale dis- 
tributors of rubber and leather 
footwear, of Buffalo, N. Y., sailed 
June 19 for Naples. Mr. Walker, 
who is accompanied by the family, 
will spend three months in Europe. 


| 








SAN FRANCISCO 














More Demand for Men’s Shoes 


The definite upward swing noted 
in the men’s footwear business dur- 
ing the last fortnight is being 
credited in large measure to the 
successful exploitation given sea- 
sonal shoes in San Francisco’s Sum- 
merweight Shoe Day, held Satur- 
day, May 15. In some stores sum- 
merweights now represent half of 
the sales volume. 


Because there have been few 
really warm days, the coolness of 
summerweights hasn’t been the 
strongest selling argument. But 
the smartness of blonds, the 
flexibility and comfort of summer- 
weights have proved excellent talk- 
ing points for the follow-up adver- 
tising. For instance, the Frank 
Werner Co., in an ad featuring 
their new “Charleston” oxford, 
which comes in pineapple tan, black 
calf and patent leather, explained 
that it “has as varied possibilities 
as the dance itself. Wear it now 
for business. Wear it for week- 
ends. Wear it this vacation. So 
cleverly did those who planned this 
Charleston ‘do their stuff’ that this 
new idea in summerweight foot- 
wear, exclusively at Werner’s, fits 
any of these occasions, and is un- 
deniably attractive at all times.” 


Sommer and Kaufman put a 
humorous new slant on the word 
“blond” in a cut-out window card, 
illustrated by a beautiful golden- 
haired damsel in which passersby 
were advised to “Get a Blond.” 


In the higher grade merchandise, 
dealers report a tendency toward 
the choice of narrower toes on the 
part of the man who wants to be 
a bit exclusive, even though it may 
be at the cost of a small loss of 
comfort. Taking a general average, 
however, the medium round toe 
continues to be the best selling 
number. 
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This Factory Builds Quality Shoes at Quantity Prices 


Now Son Can Have the Same Shoe 
As Dad At a Price Dad Will Approve 


Decidedly Brockton Shoes 


for boys make attractive sellers at $4.00 and $5.00 


The Junior line of DECIDEDLY BROCKTON SHOES is more evidence of 
the faculty and facilities which this organization has to bring better times into 


shoe stores. 


The same famous quality, the same foremost styles that have made our SHOES 
for men so successful throughout the country are now to be had for the boys’ 


trade. 


You and parents will be enthusiastic over them—both of you will profit by them. 


Samples sent on request. 


Greater Value than ever in Men’s and Boys’ Shoes to retail at $4-$5-$6 


BROCKTON SHOE MEG. CO., Inc. 
BOSTON OFFICE AND SALES DEPARTMENT, 186 LINCOLN STREET 


San Antonio, Tex. San Francisco, Cal 
861 Russell x 


New York Office Stock Atianta, Georgia Chicago, Ill. Akron, O y 
Marbridge Bldg. 526 Pacific Bldg. 


Dept. hio 
15 N. Fourth St. 238 Peachtree Arcade Republic Bidg. 335 Walsh Bidg. 
Philadelphia, Pa. 


When writing to advertisers please mention Boot anp SHor Recorper 
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Additional findings profits 
from Repco Brushes and Daubers 






ARLY every person who fer only in the method of fasten- 
enters your store is a pos- _ing the bristle knots. 

sible purchaser of Repco 
Brushes and Daubers. Display 
Repco Brushes and Daubers 
prominently and call your cus- 
tomers’ attention to them. Take 
advantage of this fine opportunity Show them 
for additional findings profits. - pod one 


windows 


Repco Daubers are made only in 
the stapled type. Like the brushes, 
they are made of the finest stock 
and finish. 




















Repco Brushes are made in both 
the stapled and wire drawn types. 
The wood and bristle stock are 
the finest obtainable and are 
equally good in both types, while 
the wax finish is carefully applied 
and is lasting. The two types dif- 










For Sale by 
Shoe Findings Dealers 


United Shoe Machinery oration, Boston 
San Francisco Branch, 859 Mission Street 


ee Company, 39 Warren Street, New York City 


When writing to advertisers please mention Boot ann SHoz REcorpER 
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HOSIERY SECTION Boot and Shoe Recon, 





Iron Clad No. 365, Up 
Length is a mercerized 
English rib to toe style 
with colored Rayon 





fancy pattern top to be 
had for IMMEDIATE 
DELIVERY in 


Another Trade ‘ 4 j ° Black 
Winner ee : : 
Iron Clad No. 379 is a : : ‘ White 


% length style, mercer- ; ae 
ied eo ribbed to toe. % a 3 Tan Bark 


Comes in i moe Peach 
Black — 3 
cg, 8 a A. ee a Palm Beach 
Mode fs : 
$4.00 dozen if : $4.00 dozen 


6 to 10 sizes Bi + aia 6 to 10 sizes 


Cooper Wells & Co. 
250 Broad St., 
St. Joseph, Mich 


Mills at St. Joseph and 
Albany, Alabama 
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Three Fast-Moving 


*1 Cfall Numbers 


148— Virgin Wool and 
Ravca in new patterns 
and colors to suit the style 
tendencies for Fall and 
Winter. An extremely 
popular number, 


149— Ribbed Virgin Weol and 
Rayon. Styled to sell itself to smartly- 
dressed men, who will appreciate the 
reserved patterns, the barmonious 
color-schemes, 


Look better and SELL better 


because they are Bi-SPun 


tyres hosiery for men is establishing new turnover records in every men’s 
shop where it is adequately displayed, because of its outstanding features. 
Where else can merchants and their customers find so many advantages in one 
line, at prices ranging from 35c to $1: 


[:] Bi-Spinning, the exclusive process at all times, with a minimum invest- 
which invisibly reinforces the entire ment. (Write for full details.) 
sock by doubly strengthening the yarn, 3] An unlimited guarantee—+more satis- 
adding months of extra wear. faction than you expect, or your money 


[2] A special merchandising plan which cheerfully refunded.” 


keeps your stocks fresh and up-to-date [4] Nationally advertised. 
Color-fast, trim, smartly styled, Trufab is a line on which you can pin yout 
faith—and your price-tickets—without reservation. 


The complete line includes suitable numbers for every purse arfd occasion. 
Silk, Wool, Rayon, Lisle—patterned, heather mixtures, solid colors, And each 
is the greatest value you could possibly offer at the price. 


«Make Trufab Hosiery the Corner-stone of your Stock 


We will be glad to let you know the location 
of the nearest Trufab distribution point. 


CriimMAx Hosiery MI LLs 
Founded 1902 ATHENS, GEORGIA 
41—Virgin wool and rayon in hea- New York Office: 366 Broadway 


ther mixtures and solid colors. Bie 


as made it a faster seller 
] PU 2 b 
4 


Bb HOSTERY FOR MEN 
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SPECIAL MAIL ORDER OFFER 











A saving of 


$49.50 


On Every Thirty Dozen 


Ordered for Delivery in 


JUNE 























The Centemeri 30 dozen plan saves you $49.50 


Centemeri plans this feature for your Hosiery Department, practically bringing the 
mills prices and advantages to you upon a basis that relieves the responsibilities of a 
heavy cash outlay and provides an excellent operating stock on a minimum investment 
and at an actual saving of $49.50 on an investment of $397.50. 


We offer you in lots of 30 dozen each at $13.25 net per dozen, an assortment as listed 
below of supreme quality women’s full fashioned silk hose from our regular stocks— 
every pair stamped at the toe with the name CENTEMERI. Each assortment con- 
sists of:— 

Regular Price 


12 dozen C700—a medium weight service hose 
10 dozen C500—a fine gauge chiffon lisle top, silk foot 
8 dozen C600—a fine gauge chiffon silk to top 


30 doz. 


30 Dozen Special Price $397.50 


You may select your own size and color range. Black, White, Gunmetal, French Nude, 
Atmosphere, Parchment, Mauve Taupe, Grain, Moonlight, Dove Grey, Flesh, Sandal- 
wood, Mauve, Sunset, Airedale, Biscuit. 
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$147.00 


Delivery at once. 
Minimum quantity, 30 dozen assorted styles as proportioned above. 


Any merchandise branded with the internationally famous name—Centemeri—arries 
a promise of high quality which is borne out in the colorings and wearing qualities of 


our full fashioned hosiery. 
A Centemeri Hosiery Department will bring you the patronage of the well dressed 


woman. 


P. CENTEMERI & CO. 
334 Fourth Ave., New York 


Makers of the famous Centemeri Gloves—Grenoble, France 


FULL FASHIONED HOSIERY 
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THE NATIONAL ADVERTIS- Below is a reproduction of one of a series of full pages appear- 


ing in The Ladies’ Home Journal, Women’s Home Companion, 


ING OF GORDON HOSIERY McCall’s Magazine, Harper’s Bazar and Vogue. 


Note: Visit our exhibit at the National Hosiery and Underwear Exposition, June 9th to 15th, Hotel McAlpin, New York 





Authentic Louis XVI costume, loaned through the courtesy of Cheney Brothers 


CA Cherished Porrecrton 


Her own young loveliness is enhanced by the old beauty of the with the latest style information. He will help you select the 
lace and silk of her grandmother's wedding gown, in the making correct color combination to harmonize with shoes and costume 


of which only the finest silks skillfully woven and dyed were for every occasion. We have also prepared a hosiery style book- 
let, giving the correct color of shoes and 


hosiery for each costume. This booklet 
is an invaluable aid to economy, and is 
authoritative as to style and color 


worthy to be used. It is fortunate that 
the same skillful methods and fine quality 
materials have been used for generations 
in making Gordon Hosiery —a cherished 


possession for all women who desire per- rd combinations. 
O O7V Ask your Gordon dealer for a copy, or 


fection in hosiery. 
write us for Booklet L. We will send it 


Our Style Service Department is con- - 
‘ 4 HOSIERY andes 


stantly supplying each Gordon dealer 





BROWN DURRELL COMPANY, NEW YORK, BOSTON ~ GORDON HOSIERY ~ FOREST MILLS UNDERWEAR ~ GORDON UNDERWEAR 
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“Onyx” 2 Hosiery 
* Pointex” 


REG.U.S.PAT.OFF. 


Visit the “Onyx” Exhibit at the Show 


E sure to visit the “Onyx” inclusive. Be sure also, to visit 

Exhibit, spaces 12,13 and the “Onyx” Show Rooms at 
14, at the National Exposition 1107 Broadway, New York 
of American Manufactured City,wheremorethan two thou- 
Hosiery and Underwear, Hotel sand numbers of the “Onyx” 
McAlpin, June 9th to 15th line are on display. 


The ever-increasing demand for certain well-known numbers in the 
“Onyx Pointex’’ line, particularly those which are regularly featured 
in national advertising, has made it necessary to provide substantially 
increased production facilities Dealers are now assured of prompt de- 
liveries and, in general, greatly improved hosiery service. 


6, ” ° 
© 1926 Onyx ‘Hosiery inc Manufacturers 
1107 Broadway New York 

Chicago Philadelphia Boston Buffalo San Francisco Los Angeles 











Boot and Shoe Recorder 


HOSIERY SECTION 





OSIERY 


A Department of the Boot anp SHOE RECORDER 





= 





Forget the Weather—Show New 
Hosiery and Shoes 


expert 


Wee the end of May there whatever hesitant department stores 
were 


descended into mere waiting 
and opportunism, resigned to 
let the weather take its course 
and to be ready to jump, like 
so many hungry frogs, at the 
first brood of summer flies to 
be hatched out. 

The shoe store, in view of 
the hosiery importance it has 
attained, neither can nor 
should be resigned to take it 
lying down. Women have 
been trained by this time to 
look to their shoe stores for 
hosiery guidance. The re- 
sponsibility is one among the 
shoe store’s most valuable as- 
sets. ‘Since the way to be a 
guide is to guide, the time is 
here for the retail shoe mer- 
chant to go to it. If he feels 
the need of a little guidance 
himself, let him consult the 
nature of women instead of 
the weather, which, poets and 
romancers to the contrary 
notwithstanding, is a darned 
sight more changeable than 
she is. 

For women June is sum- 
mer, no matter how limply the 
mercury may loaf on its job. 
Already in the daily reports 
of consumer demand for 
hosiery it is apparent that its 
wearers are more than restive 
under their spring coats and 
wraps and are on the verge of 
staging their annual butter- 
fly act. 

So it is the shoe man’s cue, 


retailers 
hosiery in plenty who had up his summer hosiery and take it 


By Camillus Phillips 


of and specialty shops may do, to play 


Prevailing styles in shoes and hosiery offer 
opportunity for delightful window trim effects 
which can very frequently be achieved at lit- 
tle or no cost. Props such as cabinets, mir- 
rors, reading lamps and smart little tables 
can be borrowed from a friendly dealer in 
that merchandise if not in your own stock of 
fixtures. Study this trim as an excellent ex- 

ample of dignity and beauty. 


for granted that women will be 
grateful for his encouraging assur- 
ence that she can buy white silk 


stockings or the lightest 
nudes with the certainty that 
warm weather has come—or 
is due to come tomorrow—to 
stay until the middle of next 


- October. 


By the time anyone of 
you can act on this hint, 
they'll all be ripe for regu- 
lar summer hosiery whether 
the temperature is or not. 
Meanwhile the hosiery con- 

sequences of the abbreviated 
skirts continue to multiply in 
the experience of the resident 
buyers who supply the big 
stores everywhere, until the 
outlook is shadowed by not a 
single doubt. Women are de- 
manding all-silk stockings in 
the finer grades and are re- 
fusing to be satisfied with 
anything much shorter than 
the 24-inch silk boot where 
the top is of lisle. 

The shoe man, therefore, 
must needs be alive to this 
firm resolve of the female pop- 
ulation of the United States 
during the summer of 1926 to 
wear no lisle-tops unless they 
carry a boot in silk of close 
to 24 inches, and he may as 
well hustle for them if he 
hasn't enough in stock. May 
closed with the supply dis- 
tinctly scanty but with manu- 
facturers thoroughly alive to 
the emergency and with the 
prospect of enough to go 
around by the middle of June. 
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The Knight Shoe Co. of Portland, Oregon, arranged an attractive window display of hosiery and shoes 


in its tie-up with the film play “The Trouble With Wives.” 


Incidentally photos of popular screen actresses 


and actors make good window trim material. 


75 Per Cent Chiffons— 
25 Per Cent Service 


Reports of store demand during 
May—for June sale to consumers— 
divided hosiery weights about even- 
ly for those departments patronized 
by the middle and poorer classes, 
but allotted 75 per cent to chiffons 
and only 25 per cent to service 
weights where the trade called for 
more expensive merchandise. One 
resident buyer, serving a group of 
Middle West stores, found that 60 
per cent of his orders ran to chif- 
fons, with the remaining 40 per cent 
half service and half service-chif- 
fons. The deduction is fair that 
June will create increasing demand 
for sheer hosiery, and really warm 
weather will bring it with a rush. 

The best informed buying opinion 
is acting along similar lines in the 
matter of white silk hosiery. The 
sports vogue has continued to grow 
and women are regarded as being all 
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set for much outdoor diversion this 
summer, with white shoes as indis- 
pensable accessories to their cos- 
tumes, and with white silk stock- 
ings as the assured accompaniment. 
But department store and specialty 
shop orders for white silks have 
been curiously spotty, some sections 
of the Middle West having placed 
heavy commitments, others holding 
back because of the persistence of 
cold weather and risking the very 
real danger of getting no whites 
when the demand does come. 

This situation would be confusing 
and persuasive for delay, were it 
not for the evidence already given 
by the South, where, by the way, 
the season has been as late as else- 
where, although, naturally, marked 
by temperatures appreciably higher 
than in the North. As soon as 
Southern weather permitted, white 
silk -hosiery was.-called-for in un- 
usual volume, and it is now quite 
generally worn. So, no doubt, it 


will be in other sections as soon as 
the weather settles—and, in all like- 
lihood, sooner because of the femi- 
nine habit of getting tired of wait- 
ing and deciding that the time to be 
white shod and stylish is now. The 
season’s trend is so emphatically to- 
ward chiffons, hair or no hair and 
sweat or no sweat, that the old, con- 
servative buyer’s disapproval of 
sheer white silks calls for judicious 
qualification this year. 

Even the most firm believers in 
service weight whites are now will- 
ing to admit that consumer demand 
will be for as many chiffons as 
service goods. But all are agreed 
that the first hot spell must reveal 
a shortage of the supply. 


Light Tans and Grays 


Colors are due to change before 
white silks are wanted. It is again 
a case of women brooking no fur- 
ther delay. In the color range, May 
has demonstrated that both store 
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buyers and store patrons are ready 
to rush the season. Store orders 
began to change markedly to light 
tans and grays, with the nude tints 
figuring prominently in the widely 
favored chiffons. While grain kept 
first place in consumers’ purchases 
for immediate wear throughout the 
month, French nude displaced 


HOSIERY .SECTION 


the physical requirements of the 
small woman, who has responded 
eagerly to the proffer of garments 
made throughout with due consider- 
ation to her proportions. So this 
new hosiery line has a double con- 
sumer appeal. 

Foot sizes run inclusive from 8 to 


EE 





both flesh and beige in the 
chiffons at the close, while 
white advanced to fourth 
place in regular weights and 
up from eighteenth to tenth 
place in the chiffons. How 
markedly colors have replaced 
black was seen, at the end of 
May, when they represented 
93 per cent of the over- 
counter sales, with blacks 
dropping from 11 to 7 per 
cent. 

Young Girls Demand- 

ing Style Hosiery 

A very real problem, so far 
as supply is concerned, is the 
unforeseen demand by girls 
from 12 to 15 years’ old for 
silk stockings like those worn 
by Mother and Big Sister. 
The hosiery trade, noting the 
now expiring fad of long 
pants for small boys and the 
trend in dresses toward copies 
of flapper models for young 
girls, should have foreseen a 
similar trend in_ stockings. 
But, except for some very 
few manufacturers, it didn’t. 
Those few manufacturers, 
having decided to play their 
hunch, tried out resident buy- 
ers with samples and had 
their road men push the new 
line directly with buyers in 
the stores. The result is al- 
ready an established demand, 
constantly increasing. 

There is every reason, com- 
mercially speaking, for the in- 
novation’s rapid spread until 
it shall be accepted as part of 
regular hosiery stock, because 
the entire tendency of Ameri- 
can society is toward indul- 
gence of the child in luxury 
of all sorts, girls and their 
clothing conspicuously leading 
the expenditures of every 
family. 

For the present, the shoe 
store securing these young 
misses’ stockings can make 
quite a reputation for enter- 
prise and vogue by putting 
them forward as something 
new and ultra fashionable in 
girls’ wear. Incidentally, they 
are logically part of the dress 





scien 


Chiffon hose with open clock of exceptional 
beauty. From the Onyx Silk Hosiery Co. 


Sport hosiery showing a good looking checked 
design. From the line of Westminster, Ltd. 


139 


10. The length is 26 to 27 inches to 
top of welt. The width is less than 
that of women’s regular hose, thus 
avoiding looseness over the unde- 
veloped calf and bony knee. Because 
girls of 15 and younger are likely to 
be hard on their stockings, the new 
hose has been made, thus far, in 
service weights only. Of the 
two kinds obtainable, the $1 
retailer is of silk in mock 
seam, and the $2 retailer is 
full fashioned, with a 4-inch 
welt. They have been selling 
briskly wherever introduced, 
not only in the light shades, 
but also in white. 


Further Price Drops 
Unlikely 


The drop in the price of raw 
silk—checked, however, in the 
latter part of May—has given 
rise to general discussion of 
price reductions on all silk 
hosiery. Notwithstanding the 
first effect, a drop of 25 to 50 
cents per dozen in May, the 
final outcome is too proble- 
matical for the average shoe 
store to be concerned about it 
for the time being. As resi- 
dent buyers and jobbers view 
the situation, no marked 
change in wholesale prices can 
develop until after July 1, 
when prices for fall delivery 
are likely to be formulated. 
In any event, unless the raw 
material should fall to wholly 
unexpected levels, the differ- 
ence in fall wholesale prices 
will be too slight to be re- 
flected in the retail field. 

As it now appears, the price 
question is altogether a buy- 
ing problem, not a selling one, 
except insofar as it affects 
selling by manufacturers to 
the trade. With raw silk de- 
clining, but to no very low 
price, manufacturers’ com- 
petition among _ themselves 
may take off as much as $1 
per dozen on the better grades 
of silk hosiery. But this ad- 
vantage of 8 cents per pair 
will scarcely warrant any de- 
partment or specialty shop 
buyer in cutting the retail 
price, especially in view of the 
extraordinary demand for silk 
hosiery arising from the 
short skirt vogue. 

Manufacturers, besides, can 
be relied on to resist any 
drastic reduction of the 
wholesale price level to the 
last gasp. 








movement catering directly to 


Issue of June 5, 1926 






















































HOSIERY SECTION 


Boot and Shoe Recorder 











Color Harmony Charted for 
Fall 


EREWITH is presented a complete shoe and hosiery color chart for 

the Fall, 1926, season, to serve as a guide to the hosiery buyer. 
The shoe colors are taken from the list selected by the allied shoe and 
leather industries in cooperation with the Textile Color Card Association. 


Shoe Colors 
Rose Beige 


Hosiery Colors 


Atmosphere, Nude, Champagne, 
Grain, Beige, Sunset 


Champagne, Peach, Blush, Nude, 
Bran 


Sauterne 


Atmosphere Champagne, Nude, 
Grain, Beige, Biscuit, Mauve 


Mauvette 


Taupe 


Plaza Gray Moonlight 





Hampstead Brown Nude, French Nude, Woodland 
Rose, Blush, Sunburn 








Marsala Peach, Sunburn, Woodland Rose, 


French Nude 


Stroller Tan Champagne, Sunset, Blush 


In addition to these, the following hosiery colors are recommended 
for wear with black shoes—Atmosphere, Champagne, Peach, Blush, 
Moonlight, Piping Rock, Dove Gray, Rose Gray, Shadow, Mauve Taupe, 
Gunmetal. 


For evening wear, the following hosiery shades are reeommended— 
Atmosphere, Champagne, Lilac, Nude, Froth, Peach, Sunset, Coral, Blush, 
Gold. 
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Heavy Demand Is Expected for 
Men’s Sport Hosiery 


Clocked Half Hose Due for Come-Back 





HOE _ stores handling 
G poser for men and boys 

encountered during May 
a disconcerting reluctance to 
buy on the part of their pa- 
trons. There is no need to 
blame it on the public, or on 
the shoe store hosiery sec- 
tion. The belated summer is 
wholly responsible. The men’s 
furnishings departments of 
the great New York stores 
have been in the same boat 
and their buyers are free to 
admit that they’re all wet. 
But none of them is chilled as 
to his feet and none of the 
august beings known in de- 
partment stores as merchan- 
dise managers has been hav- 
ing the buyers out on the 
well-known carpet. You can 
beat the weather when it 
comes to women’s wear some- 





goods. Both in color and in 
size of patterns, these lines 
are more subdued, reflecting 
the return of taste to refine- 
ment and some semblance of 
dignity. 

This foretaste of the change 
to come in men’s fancies is 
significantly emphasized by a 
number of calls from con- 
sumers for clocked hose, an 
item that was all but taboo a 
couple of months ago. 

The demand appears to be 
spontaneous on the part of 
the public, having no direct 
relation to the large consign- 
ment of German clocked half 
hose recently imported and, 
after failing to connect with 
the American wholesale buy- 
ing season, selling so low as 
to permit of a $1 retail price 
with good net profits to the 








times, they admit; but it’s 
foolish to crowd the mourners 
when they are men. 

The shoe merchant can do 
no better than await warm 
settled weather with equal 
resignation. In all probabil- 


Both in color and in size of pattern, the 
higher grades of fancy hose are somewhat 
more conservative than they were a year ago. 
In the less expensive grades, color contrasts 
are vivid and patterns are apt to be larger. 


stores. 

While these German lisles, 
with their quite handsome 
clocks, are being taken freely 
in the men’s’ furnishings 
stores that bought them, the 
wearers of half hose who 
usually lead men’s styles are 





ity, he will find sales of sports 





hose picking up before de- 

mand for regular half hose reas- 
serts itself. The reason is that men 
who are addicted to golf and other 
outdoor activities have endured with 
impatience their absence from the 
links and the club porches, and are 
likely to force the occasion for get- 
ting out in the open, appropriately 
garbed in new and modish golf 
stockings even if they try to make 
the good old knickers and plus fours 
of last year do duty for the time be- 
ing. 

In half hose, it will be necessary 
for the shoe store to discriminate 
according to its patronage. Those 
handling popular trade will find that 
the silk-plated and fibre-plated lisles, 
retailing from 50 cents to $1 will 
sell best in plaids and checks of me- 
dium size but in colors of the most 
strikingly contrasting hues. Plain 
colors appear to be wholly out of 
the picture in the opinion of the 


wearer of popular-priced half hose. 
So, too, with golf hose, for boys as 
well as men who expect to pay no 
more than $1.50 to $1.95 for a pair 
of light wool stockings that will 
make a front for the shin bone and 
mitigate the horrors of the ordinary 
calf. The colors in these cheaper 
golf stockings are somewhat less 
startling but, to make up for that 
measure of repression, the patterns 
are huge, except where jacquard de- 
signs have held imagination more 
sternly in leash. 


7 HEN it comes to departments 
that cater to the “good dress- 
ers,” conservatism has the call. Men 
of this class take silk half hose at $1 
to $2 per pair, silk-and-fibre hose at 
$1 to $1.50, and some few cheaper 
grades, retailing around 55 cents, 
which must correspond in general 
appearance with the more costly 


buying domestic clocks in 
silk for $1.50 and French lisles, 
with clocks, for $1.75. 

There is nothing surprising about 
the new trend. It is merely the fa- 
miliar manifestation of the desire 
to be “exclusive” on the part of the 
well-to-do. It is accepted as ad- 
vance notification of a general re- 
action against the vogue of striking 
half hose, and is strictly in line with 
the return to less blatant colors and 
patterns in men’s suitings. 

No radical departure from fancies 
can be looked for at once; but the 
return to favor of the clock on the 
plain ground in men’s socks is one 
of the portents to be borne in mind 
in high class hosiery display this 
summer and in the ordering of such 
merchandise for fall. 

A like tendency prevails in the 
golf hose offered to the more well- 
dressed man. Patterns are smaller 
and neater. 
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A patent leather shoe for a 
child on a child’s handkerchief 
atop a glass stand. The dainty 
color of the kerchief with its 
small red and blue decorations 
sets off the shoe in snappy style. 


Behind the slipper of fetching 
color place the stockings that 
match. The stockings are in 
their neat box fastened in place 
with a toned ribbon and add to 
the suggestiveness and charm of 
the display. 


Clever form of displaying 
slippers and hosiery that match 
or are in good color harmony 
and style. Two of these units 
well balanced in the composition 
of a window showing will have 
much power of attraction. 


Dipping forward on its al- 
most unseen pedestal, this patent 
leather slipper on a_ stocking 
clad foot and ankle form is at 
an angle for observation that 
increases sales force. 


Enterprising way to show 
stockings in nearly their full 
length—or at least to their 
rolled length—with a slipper of 
fitting color and quality. An en- 
tire display could be built with 
like units. 


Featuring a shoe for kiddies 
with stockings tucked through 
the shoe strap and draped for- 
ward. Both are readily seen by 
mothers who are shopping. 
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Hosiery Display Units 


Can Be Used in Any Store Window 
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Gives a pleasing effect in 
the showing of stockings, 
One stocking illustrates the 
fine fitting qualities and 
daintiness of texture while 
the other, hanging loose 
from the form opening, ac- 
centuates its lightness. 

















¢ 





Have walking, hiking and 
golf shoes with the soles 
prominently displayed, thus 
making a selling point of 
the business part of the 
shoes. 













Interesting slipper, a 
buckle and fancy hosiery in 
an attractive spread on the 
window floor. A good floor 
or floor covering will boost 
the showing and the busi- 
ness. 















Just patents with fancy 
hosiery suggestions for 
wear. A shoe at the top of 
the draped stockings and 
one at the bottom where the 
stockings spread to give ef- 
fect of base. 












Keep the toes of the stock- 
ings to the floor of the win- 
dow, dropping them down 
in folds and letting them go 
back to the low stand. The 
slipper of the proper wear- 
ing combination rests on the 
top. 





















Lay three pairs of fancy 
patterned cuff socks for a 
kiddie over the back part of 
a patent leather with a 
buckle. Three combines 
with the one shoe encour- 
ages the buying of stock- 
ings. 
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More Display Units 


Little Stunts to Draw the Public’s Attention 


| ole 
go well with 


Make flat mat. of soft 
toned scarf set off nicely 


ts placed shoes and mule. 


Its simplicity is restful. 


Nearly the full length 
of the stockings run from 
the low rest at an angle 
to the front where the 
toes are spread. An ar- 
tistic and enticing form 
of display. 


Odd and catchy. Two 
pairs of hosiery. One 
pair placed like the sides 
of an A, a stocking folded 
over the top, another be- 
low where rest a pair of 


slippers. 


Patent leather bag, sil- 
ver toned trimmings, two 
patent leather shoes that 
match the bag, half-dozen 
patterns of buckles and a 
number of pairs of stock- 
ings of tones running 
from light to dark, show- 
ing all to be suitable 
companions. 


Quite a novel placement 
of slippers with their at- 
tractive colors of leather 
or embroidery that wiil 
demand attention. Soft- 
ness and pliability of slip- 
pers allow for many com- 
positions. 


Results can be gotten 
from a pyramid composi- 
tion showing three styles 
of tan shoes and hosiery 
that go well with them. 
Very pleasing on the 
small stand with the long 
shoe rest in the center 
because of breathing 
space around the display. 
































Squares of color shades on a card 
show proper tone combinations 
with shoes of a certain color. If 
gray shoes are grouped at the base 
of card the chart must show the 
colors to be worn with them. 


Two slippers on a simple dra- 
pery. Different in style, tone and 
buckle. A _ stocking fitted over a 
form. One can add two or three 
buckle patterns and a card to aid 
the enticement. 


Under glass and in a frame one 
can exhibit a nice picture of ho- 
siery. Why not hang one in a 
doorway or several of these pic- 
tures on the store walls? 


Very pretty combination built 
up on a colorful box. Three styles 
of feminine footwear and a dainty 
pair of stockings that match in an 
attractive composition. That box 
suggests “Wrap ’em up and I’]] 
take ’em.” 


Wide range of stock from which 
the customer can choose is sug- 
gested by these four styles of 
shoes. A pair of stockings that 
harmonize are nicely draped below 
the shoes. The whole reaches high 
enough above the rest of the show- 
ing to dominate and increase sales. 
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KING hosiery to the = 
customer and matching 
Tips on Selling Hosiery to Men 


Hold a store contest and give a prize to 
the salesman whose volume is largest at 
the end of each week. 

Match the hosiery to the shoes at the 
time of purchase, bringing the hosiery to 
the shoe customer and placing it inside 
the shoe so the customer may see how it 
will look on his foot. 

Get across the idea that a short fit in 
hosiery is as bad as a short fit in shoes 
and that, therefore, the shoe store is the 
logical place to buy hosiery as the sales- 
man can quickly determine what the shoe 
size is, whereas the specialty store either ‘No.’ 
cannot or does not. 

Leave a few pairs of fancies around on 
the seats or in some convenient place || 
where men may look at and feel them. 
Another convenient and effective display 
method is to put them on T-stands or racks self. 
on the open counters. 

Always attach price tickets to the hose 
or make it easy for the prospective cus- 
tomer to learn the price without asking 
Hose shown in win- 


it up with each pair of 
shoes is the principal idea 
behind a gain of some 300 
per cent in hosiery made by 
the Nunn-Bush shoe stores 
during the past three years. 
Up to three years ago, very 
little attention was paid to 
hosiery which was carried 
more as a convenience to the 
customer than as a money- 
making proposition. At that 
time it was decided to sell 
hosiery to match or harmon- 
ize with the shoe, and to call 
the attention of each cus- 
tomer to the styles of hosiery 
sponsored for the type of 
shoe he was buying. The 
marked success which greeted 
the plan is indicated by the 
steady increase in sales. 

To make the plan success- 
ful, it was necessary to in- 
terest the store managers 
and the salespeople and to 
create enthusiasm in connec- 
tion with the hosiery depart- 
ment. This has been done 
through an informal contest 
among the various Nunn- 
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——~ in seeing that he has the 





the direct question. 
dows should nearly always be priced. 

Offer reductions for two, three, four and 
six pair Jots. 


right kind of hosiery to go 
with his new shoes—that you 
are thinking of him rather 
than trying to sell another 
pair of hose. There is a 
psychological effect in show- 
ing the hosiery with the shoe 
as it appeals to the eye as 
well as to the mind of the 
customer. We are getting 
away from the use of a stock 
phrase such as ‘Are you in- 
terested in buying a pair of 
hose?’ or ‘Can’t I show you 
some hosiery?’ because it is 
too easy for the man to say 


























“The customer also be- 
lieves that the salesman 
should know more _ about 
what he should wear with 
new shoes than he does hin- 
Although he has his 
likes and dislikes, he will 
take the salesman’s advice to 
a great extent. And that is 
another good reason for 
showing hosiery with shoes,” 
Mr. Olson concluded. 






















NTHUSIASM among the 
salespeople and a def:- 
nite interest in selling hos- 
























Bush stores. The names of 
the stores are listed in a 
monthly bulletin in order of their 
hosiery sales, and a small prize is 
awarded to the high store each 
month. The amount of the prize 
is comparatively small, but each 
store desires to head the list, and 
each one dislikes the “razzing’”’ sure 
to follow for the one at the bottom. 
Although general suggestions are 
exchanged by means of the bulletin, 
the methods of selling hosiery are 
left to the store managers who have 
worked out some interesting sales 
methods and approaches. 
“Matching the hose to the shoe 
has been the biggest factor in in- 
creasing our hosiery business,” 
stated L. W. Olson, manager of the 
Milwaukee store at 217 Grand 
Avenue. “By that, I mean that the 
salesman who has sold a customer 
a pair of shoes will select a pair of 
Issue of June 5, 1926 





hose that he believes particularly 
well suited to that pair of shoes and 
will take it back to the customer. 
Instead of showing the hosiery 
separately, he will place it inside 
of the shoe so that the customer is 
able to judge how it will look on his 
foot. The salesman then empha- 
sizes the fact that the hose has been 
selected to match the shoe. It is 
surprising how quickly a hosiery 
business can be built up by this 
method. Nearly every man likes to 
have a new pair of hose with his 
shoes. 


sé HERE are many advantages in 

showing the hose in compari- 
son with the shoe. For one thing, it 
establishes a certain personal con- 
tact with the customer. He feels 
that you are taking a real interest 


iery is.the most important 
cause for the increase in hosiery 
sales, according to Harry M. Pape, 
manager of the store at 202 Grand 
Avenue. This store also uses the 
idea of matching shoes and hosiery 
to stimulate hosiery sales. 
“There is a different approach 
for almost every customer,” said 
Mr. Pape. “There is no definite way 
in which to sell hosiery. When 4 
pair of shoes is sold, the salesman 
brings the hosiery to the customer 
and matches it with the shoe. Man) 
times we leave a few pair of hose 
on the seats so that a customer 
coming into the store will pick up 
a pair and examine it. This gives 
the salesman a good opening for 
talking hosiery. 
“One of our salesmen has bee! 
very successful in matching hosiery 
to clothing. He is a good judge o 
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men, and is able to select the cus- 
tomer to whom this idea might ap- 
peal. These are usually men who 
dress in rather a flashy manner and 
devote much attention to their 
clothing. An appeal to their pride 
made diplomatically has resulted in 
the sale of a box of hosiery on many 
occasions.” 

Another advantage of selling hos- 
iery was mentioned by T. H. Kueck- 
er, manager of the Wisconsin Street 
store. He states that his salesmen 
have been doing considerable mis- 
sionary work in showing men that 
they should buy hosiery in the shoe 
store rather than any other place. 
Many men who complain that their 
shoes hurt have been wearing hos- 
iery that is too short for them, he 
explained. When the proper size 
in hosiery is given them, their 
shoes are very comfortable. The 
shoe salesman knows what size hos- 
iery the man should be wearing, 
while the haberdasher must simply 
supply what he is asked for, and 
let the man judge for himself what 
size he should wear. 


ISPLAY of hosiery in the store 
has also been very effective in 
attracting attention of customers. 
In addition to placing a few pairs on 
the chairs, the Nunn Bush stores 
also use racks which may be placed 
on counters where the customer 
can look over a variety of colors 
and patterns and can handle the 
hose if he wishes. These racks 
have been responsible for a num- 
ber of hosiery sales. Men who come 
into the store when the salesmen 
are all busy, will often walk over to 
the racks and examine the hose, 
later making a purchase of hosiery 
as well as shoes. 

“Sometimes when the salesman 
has not selected a style which ap- 
peals to the customer, and 
has apparently lost the hos- 
iery sale, the man will walk 
over to the rack and pull out 
another pattern or color and 
ask the salesman to wrap it 
up with the shoes. That 
means that the salesman has 
misjudged his customer in 
selecting the hosiery to show 
him,” said Mr. Olson. 

One general bit of advice 
given to all stores is that 
hosiery, when _ displayed, 
should be grouped and a 
price mark attached. The 
reason for the price mark is 
explained by the tendency 
for people to believe that 
merchandise is high priced 
when the price is omitted. 
Many a man would hesitate 


A “conservative fancy” 
halfhose from the Richmond Hosiery Mills. 
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to go into the store and ask the 
price when he felt that it would 
probably be more than he would 
want to pay. 

Mr. Olson, of the Grand Avenue 
store, makes a practice of showing 
a number of different patterns, some 
in groups, some on hosiery forms, 
and others placed within the shoe. 
The latter idea carries out the plan 
of matching shoes and hosiery 
which is used to great advantage in 
the stores. He states that in many 
cases men have come into the store 
for a pair of shoes they have seen 
in the window and have asked for 
the hosiery displayed with the 
shoes. 

The Nunn Bush stores make a 
special feature of fancy hosiery in 
novelty plaids, stripes and similar 
designs. There is a very small per- 
centage of staple merchandise, 
about the only numbers being one 
black hose at $1 and a tan at 75 
cents. Special attention is paid to 
having new patterns and new 
shades to keep the stock up to date. 
Hosiery is bought in large lots for 
distribution among all the stores, 
and the aim of both managers and 
the central office is to dispose of 
these styles as rapidly as possible. 
A new number is purchased every 
six or eight weeks and styles shown 
previously are not repeated. This 
creates further interest on the part 
of the customers as they will come 
into the store to see what new styles 
are in stock. 


RADES of hosiery range in 
price from 75 cents to $2, with 

the exception of sport hose. Golf 
hose at $4.50 have been more.-active 
than cheaper grades, it is reported. 
Price appeal is also effective in 
selling hosiery in many instances. 
Special lots will be purchased from 


in men’s silk and lisle 
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various mills at a little lower than 
the usual price, and these will be 
offered at 85 cents or two pair for 
$1.50. This has proved the most 
popular price, and a large propor- 
tion of the business in hosiery is 
done on this grade. Boxes of six 
are offered.at a slight reduction 
from the price of one pair, and when 
odd lots are ready for disposal, 
boxes of four are also offered. This 
plan which enables the purchaser 
to save money on quantity pur- 
chases also builds up hosiery sales. 

Special attention is also paid to 
keeping a complete range of sizes. 
There is a very small demand for 
914, but a representative stock of 
all hosiery is kept on hand in sizes 
10 to 12. 


Increase Gray Production 


Because of the interest in gray 
hosiery during the past month, two 
large Milwaukee hosiery mills have 
added gray numbers during the 
past few weeks. The Phoenix Hos- 
iery Co. has come out with a “cin- 
derella gray” which is a real gray 
shade which fills the gap between 
what is termed a medium gray and 
the lighter shades. At the Hole- 
proof Hosiery Co. two new shades 
of gray have been introduced un- 
cer the names of Paris mist and 
gray beige. However, the leading 
shades still run to such light col- 
ors as atmosphere, French nude, 
bran, grain, champagne, moonlight 
and others of similar tones. 

Chiffons are leading in present 
sales, these mills report, but inter- 
est in a semi-chiffon or light serv- 
ice weight is noted. The Phoenix 
Hosiery Co. has been doing a heavy 
business on its new serfon hose 
which combines the popular quali- 

ties of service and chiffon 
hosiery, and Guy Koch, adver- 
tising manager, reports that 
orders are larger than the 
supply. A definite trend to- 
ward lightweight service hose 
is reported by the Holeproof 
company. 


White Leads in 
Ipswich 
For immediate delivery 
business, Lawrence & Co. re- 
port that the following colors 
in Ipswich hosiery are being 
called for in this order: 
White, black, champagne, 
French nude, atmosphere, 
— dove gray, grain, peach, moon- 
light, flesh, zinc, bran, dawn, 
biscuit and wild rose. 
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of the same hue and nudes of the tan persuasion for those more swarthy as to 


Pex speaks of matching the hose to the skin, pinkish nudes for those with skins 


“leg complexion.” 


lighter than the ones we have had in the past and extremely sheer. 


The same sources tell of a new gunmetal shade, 


somewhat 
Generally speak- 


ing, also, there has been a decided swing to the gray and light brown families, the former 
ranging all the way from the very lightest of grays to quite dark for wear with black 


footwear. 


French nude is higher in favor; white has advanced from eighteenth to tenth 


place in chiffons and is occupying fourth place in service weights. During May, colored 
hosiery contributed 97 per cent of the total sales volume. In men’s fancies, lower grades 
continue very fancy: while in the higher grades, patterns are smaller, more dignified 
and the color contrasts less vivid. There is a perceptible increase in the demand for 
plain colored hose with contrasting clocks—these, of course, in high grade silks. 


PORTLAND, ORE. 


All-silk chiffon hosiery is out- 
selling service weights by about 
75 per cent in all the light shades 
in Portland stores. They are, also, 
considerably ahead of _ chiffons 
which have lisle tops and reinforced 
feet. The latter, it has been found, 
must have boots from 22 to 23 in. 
in length at least, in order to sell 
at all well-in competition with the 
all-silk variety. White hosiery is 
selling well, but the volume of 
white sales has been cut into quite 
a considerable extent by the light 
shade known as moonlight, which is 
being worn not only with white 
shoes but with many other light 
colored leathers as well. French 
nude, skin, blond, parchment and 


Here a simple rod, shaped like a towel rod or rack but of wood to match the interior trim, serves as a con- 





‘similar colors also are selling. 
Darker shades are quiet just at 


present. 
* * * 


DETROIT 


A marked trend toward all silk 
chiffons is noted in practically all 
stores. The rosy toned nudes have 
given way to those with the more 
brownish cast. Popular colors are 
cinnamon, taupe, caramel, dust and 
light nude—the latter to fit into 
the Paris picture of literally match- 
ing your hosiery to your skin. At 
one or two of the stores, chiffon 
lisles are reported as being good— 
at least as having had an increase. 
They seem to be making headway 
slowly. Popular prices are in the 
vicinity of $2, or a little under. 





BALTIMORE 


Most hosiery merchandisers agree 
that gray is showing considerable 
strength, not only for wear with 
gray footwear but with some of the 
other light colored leathers, too. 
Opal, moonlight, silver and crystal 
are enumerated as having sold free- 
ly. Very light tans, French nude 
and beige trail along in about that 
order of importance insofar as 
volume is concerned. There is little 
demand for dark or even medium 
dark shades. 


* * 
CHICAG 
Nude, beige, grays and blondes 


seem to sum up the hosiery market 
here. Other light colors are sell- 


venient and effective way of bringing hose to the attention of men. 
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away from 


The dollar buys more since the 
new “Minnehaha” was introduced. 


Women need more hose these days— 
blue hose, pink hose, nude hose— 
shimmering and glistening silk, long- 
wearing hose. If a woman has two 
dollars to spend for stockings, she 
wants TWO pair—not one! 


Minnehaha compares with the 42- 
gauge full fashioned stocking. It is 
extra fine gauge, made of pure thread 
silk, reinforced with rayon. It has 23- 
inch boot, elastic mercerized top, dou- 


ble sole, high-spliced heel, ankle cling- 
ing. 


A full range of colors as sponsored by 
the Textile Color Card Association for 


Spring, including Mauve, Bluette, 
Woodland Rose, Seaspray, Rose Marie, 
Atmosphere, Nude, Champagne, Sun- 
set, Peach, French Nude, Blush, Grain, 
Bran, Biscuit, Moonlight, Dove Gray, 
Shadow, Mauve Taupe, Sandalwood. 


24-Hour Service 


24-Hour 


We have pioneered the development Genuine 


of a new idea, a life-saver for hosiery 
retailers. Don’t load your shelves Use this new service. 
down. with goods you will have to Order from any of 
hold. Buy representative numbers, the following service 
' : stockhouses: 

styles and sizes, and then fill in your 

depleted stock as you require the ioe @. 
goods. 





Chicago: 
230 So. Wells St. 


You may exchange obsolete colors Portland, Ore. : 
for the newest colors! a 


Chattanooga, Tenn. 


San Francisco: 


RICHMOND HOSIERY MILLS 49 Geary St. 


Chattanooga, Tenn. 





New York Chicago Portland, Ore. San Francisco 


ARROWH 


ANKLE CLINGING HOSIERY 
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ing, of course, but the four named 
appear to be the most popular at 
the present time. Fancies for men 
are somewhat quieter than they 
were a year ago, although in the 
lower grades they continue to make 
it apparent that the men want their 
ankles to be noticed. A _ casual 
survey of the shops would seem to 
indicate that the vertical stripe in 
fancies is being pushed more than 
the circular stripe—why, it is not 
clear as some ankles need one type 
and some the other. Circular stripe 
patterns add weight to the ankle 
which is thin and scrawny. Con- 
versely they should not be worn 
over ankles which are heavy. For 
these the vertical striped patterns 
are best. 


* * * 


MILWAUKEE 


While gray is selling fairly well, 
more active shades are tans and 
flesh tones. In the deeper shades, 
shadow and ecstasy have been mov- 


What Mills Report on 
Colors 


An interesting illustration of 
how one color may be enjoying a 
“run” in one part of the country 
while a radically different shade 
finds the most favor in other places, 
is furnished by a comparison of 
sales made to retail stores by the 
Dexdale Hosiery Mills of Lansdale, 
Pa., and the sales made in New 
York City by the Gotham Silk 
Hosiery Company through its own 
retail stores. In the Dexdale full 
fashioned line white tops the list 
as of May 15 in both sheer and ser- 
vice weights. In the service 
weights, white is followed by nude, 
champagne, zinc and silver in the 
order named. In chiffon weights, 
white is followed by champagne, 
silver, nude and parchment. On 
the other hand, the Gotham stores 
report that in New York City, grain 
led both divisions for the week 
ended May 22. In sheer hosiery, 
grain was followed by French nude, 
flesh, beige, cannon, Piping Rock 
and rose taupe. In the regular 
weights, grain was followed by 
black, beige, white, Piping Rock 
and French nude and dark gray. 
And, just to make it interesting, the 
Issue of June 5, 1926 
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ing. All silk chiffons show great 
strength, largely, it is figured, be- 
cause of the prevalence of the very 
short skirt. Matching hosiery with 
some of the light colored kid 
leathers has been somewhat of a 
problem and there have been calls 
for parchment, sauterne and other 
recognized shoe shades. Stores re- 
port a willingness on the part of 
women to take a lighter shade, if in 
harmony, provided an exact match 
is not forthcoming. 


* * * 


NEW ORLEANS 


Contrary to reports from other 
parts of the country, the light 
colors with a pinkish cast continue 
in favor here but tannish shades 
such as grain and parchment are 
beginning to sell well and are ex- 
pected to be the leaders for sum- 
mer and to hold over into autumn, 
at least the early part of that sea- 
son. Light grays with a bluish 
cast are in favor to some extent. 





& Flosizry MARKET TALK &® 


Rollins Hosiery Mills of Des Moines 
report that in both service and 
sheer, during May they sold more 
champagne than any other color. 


Will Skirts Lengthen? 


Slightly lengthened skirts are be- 
ing mentioned as an Autumn pos- 
sibility and the prediction is being 
taken seriously by some of the 
hosiery manufacturers. If there is 
any marked lengthening, of course, 
it is apt to bring the wider lisle 
welt hosiery back into favor. These 
have been more or less snowed 
under in the avalanche of business 
done on the all-silk and the silk 
with very narrow lisle or cotton 
welt. 


Price No Problem Just Now 


Philadelphia manufacturers re- 
port an increase in orders booked 
on full fashioned hosiery and a 
slight easing off in the demand for 
circular knit hose. No one is pay- 
ing much attention to the price 
question, it seems. In fact, it ap- 
pears as though this matter had 
been left entirely as a problem to 
be disposed of later. Chief interest 
of large buyers seems to be in plac- 
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The white season opened fairly 
well. 


* * * 


BOSTON 


Light shades, of course! In the 
store windows, one sees complete 
color families, all grays on one side, 
for instance, ranging from the 
very lightest silver or moonlight to 
gunmetal. 

On the other side will be the 
brown family and in between, the 
pastel shades. Between the two 
families, the grays and browns, 
there is little to choose insofar as 
sales volume goes. Whites have 
not yet moved to any great extent, 
due to the weather of which it is 
said that 1926 will. see but two sea- 
sons—winter and the Fourth of 
July. Chiffons are more in demand 
than are service weights and can 
be bought all the way from around 
$1.50 up to the highest figure im- 
aginable. The volume price is 
about $1.85. 









ing contracts for well established 
lines. Early June deliveries show a 
decided increase in whites. Spring 
needle chiffons are selling in better 
quantities than has been the case 
heretofore this year. 


Chiffons Lead All 


O’Connor and Goldberg of Chi- 
cago, are quoted as saying that the 
demand for chiffons in their stores 
now constitutes 99 per cent of the 
volume done. Women are using 
them for street, sport and dress. 


Rayon Business Off 


Improvement has been made in 
all-rayon hose since this time a 
year ago, but there is declared by 
selling agents to be a wide diverg- 
ence in demand. Whereas at this 
time in 1925 production of rayon 
hose was said to be sold well into 
September, that condition does not 
hold true of current business in 
fiber goods. In May manufacturers 
or jobbers were accepting orders as 
they came in and were deferring de- 
liveries; this month they are out 
soliciting orders and, in many in- 
stances, offering goods at wide con- 
cessions in order to obtain business. 









Boot and Shoe Recorder HOSIERY SECTION 149 


New Life for Summer Slumps 


The sensation of the season in children’s hose is the 
new Arrowhead wide rib misses’ stocking. Smart, well- 
fitting and new. It’s the latest production of the largest 
makers of ribbed stockings in America. This number 
is a sensational value to retail at 50c. 


Style No. 485. The much wanted wide 
rib. Misses’, rayon plaited, wide rib— 
ribbed to the toe (something unusual), plain 
cuffed top. Seven-eighths length. Colors: 
Black, White, Cordovan, Grain, Biscuit, 
Apricot, Bluette, Seaspray, Rose Marie, 
Dove Gray, Canary. Sizes 5 to 10. Six 
pairs to box. 


Style No. 450. JExtra heavy 
service stocking with plaid design 
cuff top. English derby rib, rib- 
bed to the toe. Two-tone effect. 
Colors: Black and white, Cor- 
dovan and white, Gray and white, 
Camel and white. Sizes 7 to 10. 
Six pairs to the box. 


Boys’ Golf Hose 

For camping and all-around knicker wear, Arrow- 
head Style No. 450 fills every requirement. It has 
good looks, durability and distinction. Retailing 
at 50c, its price attracts great attention. 

24-Hour Delivery Service 
Try out the Arrowhead 24-hour delivery service. 
Order from any of the service stockhouses in the 
five cities listed below: 
New York, 30 W. 24th St. Portland, Ore., 246 Stark St. 


Chicago, 230 So. Wells St. Chattanooga, Tenn. 
A San Francisco, 49 Geary St. 


RICHMOND HOSIERY MILLS 


Chattanooga, Tenn. 


New York Chicago Portland, Ore. San Francisco 


ARROWHEAD 


HOSIERY 
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ILLUSTRATED, a new 
Buster Brown number that 
retailers are finding so profit- 
able. If you haven’t the new 
price list, write to the Selling 
Agents. 
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A value that’s 
° t 
sweeping the country 
Pp 
No wonder! . , . Buster Brown 3 
Number 625, retailing at $1.25 c 
ci 

—is a Chiffon number of pure thread c} 
silk with 23-in. boot—the length nec- n 
essary for today’s shortened skirts. 

—has a 5-in. mercerized top, carefully st 
matched and merged into the silk, fc 
making it most serviceable and more ay 
easily rolled. - 

—is made in 25 colors, including Rose ta 
Blonde, Mauve, Apricot, Moonlight E 
and Dove Grey as well as all other ca 
popular shades. of 

—bears the Buster Brown brand mark va 
—a reliable, nationally advertised no 
sign of expert workmanship and pe 
honest value. - 
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Summer Stunts to Keep Things 


RETAIL merchant in - 
Axx of the West Coast 

cities reaped quite a i 
hosiery harvest just prior to 
Mother’s Day this year by a 
display, the basis of which 
were large artificial flowers 
similar to the poppy in shape 
and in the center of which 
nestled two pairs of silk stock- 
ings of any desired shade and 
size. 

Which brings up the 
thought that there are any 
number of similar stunts 
possible during the summer 
months, if retail shoe mer- 
chants will but consult their 
calendar of holidays, the so- 
cial calendar of their town or 
city and will use their imagi- 
nations. 

The first and most obvious 
stunt, of course, is a drive 
for the traditional June bride 
and sweet girl graduate trade. 
Lists of weddings in prospect 
should not be difficult to ob- 
tain from the society editors. 
Engagement announcements 
can be watched. The rosters 
of graduating classes from 
various educational institutions are 
not difficult to get. A trifle late, 
perhaps, for the graduation feature 
but many schools do not close much 
before June 20, and there is still 
time to make a bid for this trade, if 
gone after promptly. First, find out 
whether all the young lady about-to- 
be graduates have decided to wear 
gowns of the same color and general 
appearance. 

This is done quite commonly in 
some parts of the country where the 
cap and gown uniform has not been 
adopted. With this information, you 
can offer hosiery which goes with 
the gowns in question. If no uni- 
formity has been decided on, you 
can show a more complete range of 
colors with the suggestion that 
graduates buy their hosiery in your 
store—plus shoes for the occasion. 

Hosiery, also, makes an ideal grad- 
uation gift. It can be advertised as 
such with the assurance that it will 
meet with favor. As at Christmas 
time, however, the buyer must be 
given assurances that the hosiery 


Spring Footwear 


Jordan Marsh Company | 





nection are a toy motorboat or 
a fullsized outboard motor, a 
set of fishing tackle, small 
tent, tennis equipment, golf 
sticks on an artificial grass 
plot, a traveling bag with 





Women’s Smart 


That Rivals Every Step of 
the New Mode 
Never before h: witnessed 
dae desig ‘and Neathers nat séuabty said 
to the varied needs of the season. 





The Jordan: Marsh Co. of Boston runs hosiery and 
shoes together in this advertisement and, incident- 
ally, shows us a good way of laying out an “ad” for 


a retail shoe store 


can be exchanged provided it is not 
the right size or color. Many people 
particularly, men, dislike to buy 
hosiery because they do not feel com- 
petent to make a proper selection. 
Reassured by the exchange offer, 
they will invariably buy more freely. 

And after graduation and June 
brides, then what? 


O people go away for the sum- 

mer? Where do they go? The 
mountains, the seashore, abroad? 
You have hosiery for sport, hiking, 
travel. Why not show them, with 
the suggestion that now is the time 
to buy and your store the place to 
buy it. 

Inexpensive window trims can be 
devised which will tell your story 
at a glance. Much of the material 
used can be borrowed. To quote 
from an authority on window trim- 
ming if this kind: 

“For instance, a large tire can be 
used effectively as the centerpiece in 
a display of outing shoes and hosiery. 
Other items suggested in this con- 


Women’s 
Sheer Silk 


Chiffon 
Hosiery 


Pure Dye Silk Chiffon 
Hose, full fasbioped, in 30 
of the season's most pop- 
wlar shades. Lisle lined 


SS ~ ise 


Hisle Heed garter tops and 
feet. 30 good shades 


— from 3.00 


tempting merchandise peep- 
ing from its partly opened 
month, a wardrobe trunk, a 
steamer robe, a steamer chair, 
a hammock or porch swing if 
the window be large enough, 
and even wearing apparel 
which you do not sell, but 
which helps to tell the story 
of shoes and hosiery for the 
occasion. 

“Wearing apparel is partic- 
ularly important when it 
comes to women’s lines in 
which color and texture play 
so large a part. If hosiery 
and shoes are shown in ob- 
vious harmony with the pre- 
vailing mode in garments, 
then your case is won and 
there should be no last, linger- 
ing doubt in the minds of your 
customers that you are not 
equipped to serve their style 
needs as well as the largest 
and best equipped department 
store in town.” 

This practice of using borrowed 
props, of course, has its quid pro 
quo. Stores from whom you borrow, 
may wish to borrow from you— 
which is all right. One way of dis- 
charging the obligation, if your non- 
competitive friend has no desire to 
borrow shoes and hosiery is to give 
him credit for the borrowed props 
on a small but well lettered card 
somewhere in the display, where it 
can be seen by all who pass your 
windows. Chance inquiries as to 
merchandise not your own, but 
which is used as part of your dis- 
play, should promptly be answered 
by the information as to where it 
can be bought. 

Cooperation of this kind can be 
made the breeder of big dividends. 

Getting back to our main theme, 
social occasions on which the retail 
shoe merchant can capitalize do not 
end with June brides, graduation ex- 
ercises or even with going away 
thoughts. Lots of people don’t go 
away. 
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Make this your answer— 


"Tomorrow Will Be 
Hosiery Peddlers’ 
Day in My Store” 










E know of a practical plan that a There is nothing so convincing in this 







hosiery merchant could adopt that hosiery business as actual comparison. 
would give the hosiery peddling clan a We know that so well that we go to 
sickening knockout. almost unnecessary extremes to keep the 






quality of Everwear Hosiery not merely up 
to but a little higher than the standards 
generally considered satisfactory. 





We shall gladly send it in detail to any 
merchant who seriously wants to do some- 
thing more than “look with alarm upon” 
the insidious hosiery peddling evil. 













Everwear Hosiery, whether stockings or 
socks, is never forcibly stretched. The 













The substance of our suggestion is this: materials we put into each pair when knit- 
You offer to give space in your hosiery ting are the unspoiled, intact materials you 
department for one day—or several days— offer your customers. St 
to any hosiery peddler in town who will ac- This may diminish our volume and shave 
cept it. He must, of oar~ereag conform ad our profit but it certainly doesn’t injure our 
certain rules of “fair play” in selling. You standing with our friends, the legitimate , 
let your public decide whose hosiery de- hosiery merchants. . 












thei ; 

se grisea We realize so fully what Everwear does Sprit 
If you are sure of the hosiery you are for a hosiery department that we believe sirab 
, : sales 
offering, there should be no doubt about every merchant with even a half way repre- ae ¢ 
the answer. For, should any peddler dare sentative assortment of Everwear numbers much 
to accept your invitation—and we believe can send all the peddling “competition” in the ] 
none will—you are certain to emerge from his locality scurrying to cover any time he custo 
the “contest” an unquestioned victor. wants to take the offensive. ogee | 
( 

tion 
Let us send you the “peddler challenge” plan. If you have no Everwear made 
numbers, order them now. Wire or write for a sample order of our fifty- 
new staples and our stylish fancies—both men’s and ladies’. three 
Mo: 
$2 sti 
THE EVERWEAR HOSIERY CO., Milwaukee, U. S. A. their 
Pioneer Makers of Quality Hosiery for Men, Women and Children ah 

or 
are ha 
ing tl 


J 
V4 (g three 
sCestaay at the 
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Silk hose reinforced in a new way at the vamp. 


HOSIERY SECTION 


From the Realart Silk Hosiery Mills 


Stock Boxes Help to 


Make Sales 


INCE the adoption of stock boxes 
S: the hosiery department, the 

Vorhes Shoe Co. of Colorado 
Springs has accomplished two de- 
sirable results, that of speeding up 
sales and the selling of more hose 
per customer. Stock boxes make it 
much easier for the sales girls to find 
the particular price and color the 
customer wishes. Then by putting 
several shades of the asked for color 
in front of the customer, the tempta- 
tion to buy more than one pair is 
made stronger, especially when a 
fifty-cent reduction is made when 
three pairs are purchased. 

Most customers when looking at 
$2 stockings will buy two pairs of 
their own accord, then when they 
find that they can buy a third pair 
for $1.50 more, they fall for it. Men 
are handled the same way. By show- 
ing them several patterns at once, 
they will invariably take two or 
three pairs. 

Several customers may be served 
at the same time more satisfactorily 
when they are shown a number of 
shades or patterns and left for a 
moment to make a decision. 

To the customer who is not just 
certain of what she wants, a box of 
“23's” is set before her. This box 


contains the short lines of a certain 
size and price, consequently makes a 
wonderful way of clearing them out 
at regular prices. Once in a while 
a box of 23’s is left out on the coun- 
ter for the casual customer to pick 
over. Only three sales are held a 
year, then the prices are marked 
low enough on the undesirables to 
cause customers to pick up the odd 
shades, as they can be easily dyed at 
home, if they wish a particular 
shade. 

Since the management gave the 
hosiery girls the buckles, polishes 
and laces to sell, the sales on these 
findings have increased 400 per cent. 
The twenty-foot hosiery department, 
which is located just inside the en- 
trance, and always has two girls in 
attendance, makes it easy for a find- 
ings customer to make these small 
purchases. Customers have found 
that they can be quickly served here, 
so have formed a habit of running 
in off the street. 


Bonus Speeds Up Salesmen 


Lacy’s Shoe Store in Phoenix, 
Ariz., sells as many pairs of stock- 
ings as they do shoes. No P.M.s are 
given the salesmen, but a bonus for 
for the highest sales for the week is 
held out as an inducement for sell- 
ing the most pairs. Two customers 


Clocked chiffons from the line of the McCallum 


Silk Hosiery Co. 


out of every three who buy shoes, 
buy. stockings as well. The 100 per 
cent ratio is kept up by those cus- 
tomers who buy two or more pairs 
at a time and the repeat stocking 
sales. Hosiery profits practically 
offset the rent of the store, conse- 
quently Lacy Bros. see that their 
hosiery department is always well 
stocked with good numbers. 


$492 Profit Per Month 
from Hosiery 


A western shoe store was curious 
to know if its hosiery department 
was making real money or was sim- 
ply a customer convenience proposi- 
tion, so the bookkeeper analyzed the 
figures for them. They knew that 
they were selling plenty of stockings 
but did not know, until they saw 
these figures, exactly how much 
money they were making. Sales 
figures showed that hosiery sales 
constituted 20 per cent of the total 
volume of the store’s sales, so the 
hosiery department was charged 
with 20 per cent of all the store’s ex- 
penses except salaries. Naturally it 
was easy to determine the exact hose 
selling costs, as two girls did all the 
selling. 

For example, the rent of the store 
is $500 a month, so the hose depart- 
ment was charged with 20 per cent 
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(Note the extra length of 
silk—above the knees) 





A new pure silk 
chiffon hose 


specially created to wear with 
short skirts ... to 


sell for 
$00 the pair! 





In the July 24th issue of The Satur- 
day Evening Post there will be a 
two-color full page announcement 
of a new popular priced Allen-A 
chiffon, specially created for wear 


with short skirts. Style No. 3625. 


This new style is pure-thread silk 
from the toe to a narrow mercer- 
ized lisle hem. (The silk leg extends 
well over the knee.) It has an zvvzs- 
ible ravel run-stop. The sole and 
high heel splicing are silk to go with 
low slippers. Itisseamed up the back. 


Color variety is the key note of 
hosiery today more than ever. This 


new style will be furnished in the 
same full color range as the most 
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To be announced in The 
Saturday Evening Post, July 24 














expensive full-fashioned numbers. 
The popular price of this new chif- 
fon enables you to increase your 
sales by suggesting the purchase 
of a variety of colors to each cus- 
tomer. 


There is a complete tested sales 
plan to use with this new chiffon. 
We suggest featuring a special sell- 
ing of Style No. 3625 the week of 
July 24 when women of your city 
will be reading its announcement 
in the magazines. Short skirts have 
already created a big demand for 
this new stocking. If interested, 
write us today for latest color list 
and details of the special sales plan. 
No obligation, of course. 


THE ALLEN-A COMPANY, Kenosha, Wisconsin 
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Hosiery 


for men, women and children 


Underwear 

Spring needle knit, athletic 

style—for men and boys only 
© A. A, Co, 
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of that, or $100. Following is last 
month’s figures, which show that the 
selling of stockings resulted in a net 
profit to the store of $492.69, which 
is not so bad in a city of 40,000. 


HOSIERY DEPARTMENT 


$3,260.65 
2,176.40 


Sales, for month of May 
Cost of sales 


1,084.25 


Gross profit 


Expenses 


Salaries 
Lights 
Insurance 
Rent 

Taxes 
Depreciation 


$183.33 
11.04 
11.14 
100.00 
42.67 
50 


Total 357.78 

Delivery charges 
(20 per cent of 
total) 

Administrative ex- 
penses (20 per 
cent of total) 


11.92 


122.99 


Total chargeable 


expenses 492.69 492.69 
Net profit for the 


month $591.56 


The actual labor of getting out 
such a monthly report consumes very 
little time, while the story that the 
figures tell are mighty important to 
the management. For obvious rea- 
sons the name of the store is with- 
held. 


She Sells Hose; Knows 
Every Customer’s Wants 


A couple of important points in 
selling hosiery were brought out by 
Miss Ruth Cohen of Lyons’ Shoe 
Store, Tulsa. “It pays to thorough- 
ly examine every pair of stockings 
before they are put in stock, for it 
is most embarrassing to show hose 
having a flaw,” she says. “Cus- 
tomers seem to lose interest and 
confidence if one is unfortunate 
enough to show two defective stock- 
ings in a row, especially if they 
are of the better grades. This may 
take a little more time in putting 
new stock on the shelves, but it 
surely pays. Customers can be 
made to feel more at home if one 
ean call them by name. It is bet- 
ter to guess or rather estimate the 
size wanted, rather than ask each 
time. With a little practice the 
saleswoman can hit upon the cor- 
Tect size in the big majority of 
eases. Some girls think that they 
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should only wait on one customer 
at atime. This, I think, is wrong, 
for while a customer is looking, it 
is an easy thing to speak to others 
that are waiting. Sometimes I 
have five customers at once all 
lined up at the counter, all buying. 
I do not remember of a case where 
anyone objected to this, but rather 
they realized that we were busy, so 
made a quick decision.” 

The children’s department works 
closely with the stocking depart- 
ment so that 50 per cent of the shoe 
purchasers stop to buy hosiery with 
the desire to buy firmly implanted 
when the girls sell the shoes. 





Hanging Up Real Prizes 
for Salesmen 


The salesmen in 
the Peacock 
Shop in Kansas 
City alltell 
their customers 
“we have some- 
thing special in 
our hosiery de- 
partment __ that 
we know you 
will be interested in.” Sure they 
do, because the man who says it the 
most times a week, the most con- 
vincingly, gets an extra five dollars 
on Saturday night. Then there are 
three more cash prizes of $3, $2 and 
$1.50 to the next highest on the list. 

Keeping track of the number of 
introductions is done this way. When 
a salesman brings a customer to the 
hosiery department, the girl gives 
him a ticket bearing his name, then 
the men turn in their tickets each 
week. 

To get a position in this store, a 
salesman must have had at least five 
years’ experience in some good store, 
before his application is considered. 








Dexdale Appoints G. T. 
Swandale 


G. T. Swandale has been appointed 
manager of out-of-town sales in the 
New York office of the Dexdale 
Hosiery Mills, entering upon his 
new duties May 13. Buyers visiting 
the New York market will find him 
well versed in hosiery merchandis- 
ing. He has formerly been asso- 
ciated with two prominent hosiery 
manufacturers in a sales capacity 
and has a wide acquaintance with 
the trade. 
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Stimulating July Hosiery 
Business 


STUNT NO. 1—One merchant, 
curing July, permitted the women’s 
societies of the three churches in his 
town to hold one-day bazaars on 
three succeeding Saturdays in his 
store. A special booth was built in 
the center of the floor at the front 
entrance and near the hosiery sec- 
tion. All sorts of fancy work and 
the usual bazaar merchandise was 
sold and Rollins Hosiery was fea- 
tured. The merchant gave the vari- 
ous societies 10% of the gross sales 
on all hosiery as their sales commis- 
sion. This bazaar was advertised 
during the week preceding the day 
on which it was held and, being 
Saturday, a good crowd of both 
town and country people were at- 
tracted. Little special sales events 
in other departments also proved 
quite profitable. 

STUNT NO 2—With every pur- 
chase of Rollins Hosiery for men, 
women or children allow the custo- 
mer a guess as to the number of 
yards of silk thread in a pair of Wo- 
men’s Full Fashioned Stockings. 
(We can give you this information 
upon application in writing on your 
store stationery.) 

Have customer write name and 
his guess on a small card and at 
the end of a week or two weeks’ 
period check over these cards and 
award prizes in hosiery to the ones 
guessing nearest the correct number 
of yards. It is well to have several 
prizes and we urge that you adver- 
tise this little contest in your local 
paper several times during the 
period of the contest. Anything of 
an unusual nature such as this will 
attract many new customers and will 
interest those who have been buying 
from you for years. 


(Taken from the Rollins News, 
published by the Rollins Hosiery 
Mills of Des Moines, Iowa.) 


New Type Hose for Tall 
Women 


Hosiery designed to accent the 
slimness of ankle of the tall, slender 
woman has been introduced in New 
York by the Shoecraft Shop, Inc. 
The size range has been designed for 
the woman who has longer than the 
average feet and legs. For the un- 
usually tall woman the length runs 
as high as 32 inches. They are knit 
to fit perfectly around the ankle, and 
sell, in the large sizes, at $9.75 for 
three pairs. 
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Every Color in the 
Rainbow of 
Fashion 


Ray-Mond Service not only expresses it- 
self in immediate action in the matter of 
deliveries but is equally as exceptional in 
the providing of colors that span the whole 
range of smart shades as authorized by 
fashion authorities, making it entirely un- 
necessary to look beyond our stocks for 
what you need to enjoy a conspicuous ad- 
vantage in your city on the subject of 
colors. 


And since color is second only in impor- 
tance to quality and quality is the main 
reason for popularity of Ray-Mond 
Hosiery, a retailer finds ali his hosiery 
problems no problems at all-if he selects 
his complete stocks here. 


Samples on request by special delivery. 








Style 1487—Misses’ Silk and Rayon Spring 
Needle Hosiery. In response to the demand of 
our customers we have improved this stocking 
by extending the silk to the welt. Made flat 
like ladies’ hosiery. Mercerized lisle tops. Size 
8 to 10. Packed % dozen in a box. Colors: 
Mauve Taupe, Zinc, Blue Fox, French Nude, 
Beige, Champagne, Nude, Black and White. A 
sensational new number. Has the appearance 
of a thread silk fashioned stocking but wears 
like iron. Dozen, $8.00. 


Style 551—Full Fashioned thread silk chiffon 
with silk to the welt. An extremely fine stock- 
ing, ont, lustrous finish and serviceable. Dozen, 


Style 568—Pure Thread Silk Chiffon to the 
welt, The clearest chiffon possible to as 
Packed in individual bags. Dozen, 

And the celebrated GnoAPucntytve. 


3—Perfect 
Narrowing. 

4—Double Re-* 
inf orced 


eels. 
5-——Double Re- 


\ en 








For the Bridal Display of Hosiery 
WAX FIGURES, DISPLAY LIMBS, FIXTURES 
J. R. PALMENBERG’S SONS, Inc. 
63-65 West 36th Street, New York 


CHICAGO SAN FRANCISCO BOSTON 
204 W. Jackson Blvd. 11 First Street 26 Kingston Street 











RAY-MOND HOSIERY Co. 


373 FOURTH AVE. NEW YORK CITY 











THINK 


how much easier it is 
to sella stocking with 
real selling features 


DUO TOE and HEEL 


Reg. U. 8S. Pat. Off. 


Made in lisle top silks 
Medium, extra service and chiffon weights 
Also silk to top chiffon 


ELLIOTT HOSIERY CO. 
258 Fifth Ave., New York 
“The Stocking of the Future” 
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Smart New Things in Hosiery 
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At the left are seen some lively and inter- 
esting new patterns in children’s cotton hose 
from Shreve & Adams, while at the right we 
show three smart and good-looking patterns in 
boys’ golf hose, together with a silk half hose, 
a comfortable and practical stocking for the 
kiddie to wear in the summer. From the Pos- 
ner Hosiery Co. 








Predicts Beige-Gray for Fall 


Basing her predictions on the sus- 
tained popularity of gray in Paris, 
the increased partiality for it in this 
country and the number of colors in 
fall dress goods which demand gray 
for harmony, Miss Merle Higley of 
the Brown-Durrell Company, feels 
that gray-beige will be among the 


most important of the fall colors this 
year in hosiery. The beige cast in 
the gray supplants, to some extent, 
the rosy cast which has been popular 
in the past and fits in well with the 
scheme of dress worked out by tex- 
tile houses and designers in this 
country and abroad. Medium gray 
hosiery also is being worn with the 
new chanel red. 


Martin & Martin report that sheer 
French lisles are in favor for sports 
wear. These appear in all wanted 
colors. Popular, too, are the so- 
called English lisles, particularly in 
all-over white or adorned with black 
ciocks. Heavily ribbed silk hosiery 
however, is considered the impor- 
tant feature of sportswear stock in 
this establishment. 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 








non The conmow-pLace of sity 


a “blind groping in the dark.” Advertisers had no 
a The smal wornass 


means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has TA “ 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 


copy right 








SIS FOURTH AVE. 
aw Yeric, 
TEL. GRAMERCY- 6866 





Issue of June 5, 1926 
































158 HOSIERY SECTION Boot and Shoe Recorde 


CIO SS SESE SOME SOMEONE 


Leading the way to a new 
style trend in fancy hose! 


4 


mHE style trend is leaving 

ate4 checks, plaids and stripes, 

and is moving towards figures 
and simpler effects. 





STYLE No. 850 is our own most recent 
and exclusive figured creation, and can 
be classed as a ‘‘Gentleman’s Sock.” It 
is produced on our own _ patented 
machines. 


Sharpness of patterns, skill in knitting, 
fastness of colors, purity of yarns plus 
style sense insure your continued success 
with Hirner Creations. 


HIRNER HOSIERY CO. 
Main Office: ALLENTOWN, PA. 


Chicago, Ill., Office: Gale V. Smith, 408 S. Wells St. 
Cleveland, O., Office: Fred A. Smith, 1426 W. 3rd St. 


—_—ss 


—_——— 


Style No. 850 (illustrated) 


Rayon and lisle in four color 
combinations. 


A DOLLAR RETAILER 


—— 


To be in style—show Hirner Creations 


ENV NSIS SSSSSS SSS SSS SSS SSS SSNS SSS SSSA VSS SESS SSS SSS SSA SSS SSS SSNS SSS SS SS SS 


Issue of June 5, 1926 


6 
A 
A: 
A: 
A 
A 
7 
A 
A 
A 
7: 
A: 
A 
f: 
A 
A: 
A 
4 
A 
A: 
A 
A 
A: 
A 
A 
f 
A: 
A 
A: 
A: 
A 
A: 
7 
6 
A 
A: 
A: 
6 
A 
4 
A: 
A 
6 
% 
A: 
A 
A: 
4: 
A: 
A 
A 
A: 
4: 
A: 
A 
‘4 
4 
A: 
4: 
A: 
4 
4 
A: 
A: 
A 
af: 
A: 
4 
6 
A 
4 
A: 
4 
4: 
4: 
A: 
A: 
4 
A 
4 
4 
A 
A: 
A: 
4 
4 
4 
4 
/ 
A: 
A 
f 
4 
A 
A 
A 
A 
4 
A: 
4 
A 
A 
A 
A: 
4: 
Jf 
A 
A 
A 
4 
f 
A: 
4: 
4 
A 
f 


eS 





